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Why Farm Mortgages are Preferred Investments 


The Quaker Oats Company, which in 1919 had net profits of $2,679,394, 
reports for 1920 a net loss on operations and depreciation of inventory of 


$5,824,925. 

The Central Leather Company, one of the big leather companies, which 
began the year 1919 with assets of $146,855,102, closed the year with a net loss on 
operations and depreciation of $22,428,214. 

Montgomery Ward & Company, of Chicago, one of the oldest and best 


known of the mail order houses, which made $4,194,170 in 1919, sold $101,000,000 
of goods in 1920 and closed its books for the year with a net loss of $7,855,278. 


If a summary of the whole business situation could be made it would be found 
that nobody is in better position to stand the stress of adverse times than the 
farmer who used the profits of good years to improve his farm and pay his debts 
and who has followed a steady and consistent policy of diversified agriculture. 


Hence 7% Farm Mortgages today constitute preferred investments. 


There is no other investment so intrinsically safe as Farm Mortgages. Great 
industrial firms rise and fall in accordance with the necessity of the service they 
render. The value of the service rendered by the farm can never decline, for man 
must always have food—and farms produce it. 

Insurance Companies, Trustees and Savings Banks are the heaviest investors 
in Farm Mortgage securities because they are institutions which cannot afford to 
lose and their financial experience has taught them by putting their money in the 
the great basic investment—the Farm Mortgage—that they will not lose. 


For over 36 years The F. B. Collins Investment Company have specialized in 
Southwestern Farm Mortgages without the loss of a penny. If you desire a care- 
free investment, write for our free booklet. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


Sales Office Home Office 
727 Monadnock Block, Chicago Oklahoma City, Oklahoma 





“HOW AND WHERE CAN I MAKE MY 
TIME, MY TALENT, MY ENERGY, COUNT 
THE MOST — IN DOLLARS AND CENTS” 


a) 


HE VISION to decide this question wisely will transform your whole 
life, and open the door of opportunity to large financial rewards— 
for the realizing of all your ambitions. 
Choosing your work is no more important than choosing the men 
you work with. They either help or hurt you. Choose your business 
associates with care. 


THERE IS A PLACE FOR YOU IN 


MacArthur’s 


“The Premier Agency” 


Where men are crammed full of ‘‘pep’’ and ‘‘go’’—where $100,000.00 
applications are the regular thing—where the agents, not only the general 
agent—make real money. Josselyn, for example, makes more than many 


bankers. 
ALFRED MACARTHUR 


GENERAL AGENT 
Suite 142, 29 South La Salle Street 
CHICAGO, ILL. 


2 NATIONAL LIFE | 


INSURANCE COMPANY 


inten STATES OF AMERICA | 





ALBERT M. JOHNSON, PRESIDENT 


Sittin More Than 140 Millions in Force. a lta tie 


TWO GENERAL AGENCIES OPEN IN THE MIDDLE WEST 


Can you fill one of them? 
Write to ROBERT D. LAY, Vice-Pres. and Sec’y, or WALTER E. WEBB, Supt. of Agents 
29 South La Salle Street, Chicago, III. 


CHICAGO’S OLDEST AND STRONGEST COMPANY 
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Life Companies Views on Investment Program 


Farm Mortgages Still Favored Because of Their Stability and Dependability; 
Undesirable Features About Industrials, Utilities, City Loans and Other Classes 


ARTFORD, CONN., May 18.—lIt 
H has been many years since the 
financial men with the life com- 


panies had so many questions confront- 
ing them now present themselves. 
Che investment side of life insurance 
today requires close study. Conditions 
that have not existed before in the his- 
tory of the business now demand solu 
tion and analysis. It is not the easiest 
thing in the world to invest funds safely 
under the present circumstances. 

What is the best form of investment? 
What are life companies buying? What 
are they favoring? What is the invest- 
ment tendency? The financial man for 
one of the big Hartford companies when 
asked these questions recently and when 
requested to comment on the outlook in 
the investment field said: 


as 


Farm Mortgages Still 

Are in Great Favor 

“We are still strongly in 
farm mortgages. We are making farm 
loans at 6'4 percent when banks every- 
where are asking 7, 8 and 9 percent, 
but we feel that it is not possible to in- 
vest our money to better advantage 
There are many who feel that farm 
values are greatly inflated and that there 
is going to be- considerable of a drop. 
It is true that prices have risen remark 


favor of 


ably. There has been too much specula- 
tion, particularly in Towa. In that state 
some farms have been sold three or 
four times in a year, each time at a 


profit to the man making the sale. The 
prices of farms have risen artificially 
and abnormally, but there is not the 
same danger in this as there is in in- 
lated values in some other things. While 
farm prices are coming down they are 
not going to hit the bottom. There will 
be a continuous and steady demand for 
the products of the farm. The farmer 
will be able to sell everything that he 
raises, but he will not be able to sell it 
for as much as he thought he was going 
to. Farmers are not actually going to 
lose any money, but they are not going 
to get a lot of money that they thought 
was going to come to them. In other 
words, the farm losses will all be paper 
The man who owns a farm to- 
day that is valued at $18,000 and a few 
vears ago was valued at $13,000, will 
not actually be out any money when the 
farm is valued a few years hence at only 
$15,000. Had he sold when it was 
worth $18,000 he would have made 
$5,000, but simply because he didn’t 
not mean that he has lost that 
much. This is really the situation on 
the farm today. Farmers are not losing 
money, but they are disappointed at not 
being able to get as much as they 
thought they were going to for their 
product. 


losses. 


does 


Farmers Won’t Let 

Property Deteriorate 

“The farm is the farmer’s home and 
work shop. It is a combination. It is 
* this reason that farmers are not 
going to allow their properties to de- 
teriorate. They are not going to neglect 
them. They are going to keep them in 


tor 


a good state of repairs, cultivate and 
them. 


conserve Just because farm 


are going to recede somewhat 
does not mean that the farms of the 
country are going to be im a poor con- 
dition, 

“So far as 
record has de 
and 
rhe reverses, 
influences that 
erally leave the farm unaffected 

“Take the rest of the investment field 
today as an example. Industrial bonds 


values 


we are concerned the farm 
, 


nonstrated its fetv, value 


constancy in good times and bad 
changes and unfavorable 
gen- 


come to business 


are uncertain. Just how far manufac- 
turing concerns are going to be affected 
by the readjustment process is hard to 
say. At any rate there 1s an element 


of uncertainty about an industrial bond 
that makes it undesirable, comparatively 
speaking. At best industrial bonds are 
not in a strong position today. 


Situation As Regards 
Public Utilities 


“Then look at what has happened to 


public utilities There are still to be 
purchased some good public utilities, 
hut most of the public service corpora- 
tions of the country are rather up 
agaist it just now They cannot get 
enough money to keep them going in 
proper shape. They cannot finance 
themselves adequately Their equip 
ment is depreciating in value Chey 


cannot make replacements and enla 
ments. They cannot carry on expan 
sion programs. They must go along 
with the present equipment and are not 
permitted in many states and com 
munities to charge enough for their 
service. Public utility bonds must be 
selected very carefully 

“Railroad of all kinds require 
the keenest investing judgment. I do 
not think that it can be said that rail- 
road securities as a class are either good 
or bad because there are railroads and 
railroads. At the same time it is pos- 
sible to buy a very poor railroad bond. 
Railroad investments are a study in 


issues 


themselves. There is no question that 
railroad securities are in a better pos! 
tion than they were a year ago, but 
there will have to be much refinancing 
and reorganization before many of the 
roads will get back into the proper 
shape again lo put it briefly, railroad 


securities cannot be freely purchased to 
day Chey must be selected most car¢ 


fully. 


Can’t Have Too Much 
Maturing at One Time 
“Liberty bonds can be purchased ad- 
vantageously and many companies have 
invested in them heavily. Those that 
have purchased large lots now see that 
Ithough Liberty bonds bought 
to yield almost 6 percent or in 
cases even better than 6 percent, a com- 
pany that invests too much of its money 
Liberty bonds is going to have too 
large a proportion of its securities ma- 
turing at time. The life insurance 
companies that have large funds to in- 
vest must constantly watch the matur- 
itv date It is very unwise to have too 
large a sum of money to invest at any 
time. The maturities must be dis- 
tributed well. Many companies that are 
loaded up with Liberty bonds are going 
too large a proportion of their 
mature at the same time. It 
not possible to invest a vast amount 
of money to good advantage and it is 
always best to have just about so much 
with which to buy securities Com- 
panies that have bought any amount of 


can i 
some 


one 


one 


to have 
ecurities 


Liberty bonds are now disinclined to 
make further investments because of 
this. 


City Mortgages Now 

Offer Many Hazards 

‘Cty mortgages to my mind pre 
sent many hazards at this time. It is 
in the cities that the great changes are 
to take place during the next few years. 
There are three types of city mortgages, 


those on residences, apartments and 





in some other lines. 
“paper losses.” 
Industrial bonds are not 


to finance themselves adequately. 


roads and railroads. 


its securities maturing at one time. 


hence. 


ready to pay out. 





HOW LIFE COMPANIES REGARD INVESTMENTS 


Farm mortgages are regarded as always a good investment because 
of their stability and dependability. 
have to eat, and there is going to be plenty of outlet for the products 
of the farm. The prices of farms have risen artificially and abnormally, 
but there is not the same danger in this as there is in inflated values 
Losses in the deflation of farm values will all be 


in a strong position. 
ment of uncertainty as to how far manufacturing concerns are going 
to be affected by the readjustment process. 

Public utility bonds must be selected very carefully. 
public service corporations are up against it just now and find it hard 


Railroad issues must be selected most carefully. 

Railroad investments are a study in themselves. 
Liberty bonds can be purchased advantageously, but the company 

that invests heavily in them is likely to have too large a proportion of 


City mortgages present many hazards at this time. 
some extent a moral hazard on every mortgage on city business prop- 
erty. City residences may be all right today and all wrong a few years 
Apartments quickly go out of date. 

The demand for policy loans has restricted the investment program 
because the companies have to keep so much money in the cash drawer 


Whatever happens, people will 


There is an ele- 


Most of the 


There are rail- 


There is to 











busine buildings What is the situa- 
tio n the city? Mortgages on bust- 
ness properties in the larger cities are 
regarded as just as uncertain as indus- 
rial bonds here is at present to 
ol extent a moral hazard on every 
mortgage on city business property. 
The owner of the property is directly 
iffected by the business prosperity of 
the country. If a slump comes business 
uffers and rents go down 4 mort- 
gage on a piece of business property 
ssumes a moral hazard that seldom if 
ever comes to a tarm mortgage 


right to- 


irs hence 


“City residences may be all 


troub! vith our bie cities is that 


The build- 


Phe ! 
we have no zoning system 
ng restrictions are not adequate enough. 
Great changes take place within a few 
years. Good neighborhoods are spoiled 
by laundries or factories or garages 


being erected \ neighborhood may 
change its entire aspect within a few 
short years 
Apartments Quickly 

Get Out of Date 

“So far as apartments are concerned 
it has always been the case that flat 
dwellers are looking for the most mod- 
ern and up-to-date quarters They 


move into a new building and stay there 
only until something newer, more mod- 
ern and more attractively equipped is 
erected An apartment building goes 
out of style very quickly. Changes are 
frequent. The man that lives in apart- 
ments is usually a very different type of 
citizen from the home 


owner or house 
renter. He is more nomadic in his 
habits. He is more ready to change his 


place of residence This shifting of the 
population and changing of the neigh- 
horhoods in large cities makes a city 
mortgage on a piece of residence or 
apartment property less desirable in my 
estimation than a farm mortgage. The 
big profit is going to be squeezed out 
of the high rents and high prices that 
are being charged in the big cities. The 
men who have come to the industrial 
centers from the farm are going back 
to the farm because they will not be 
able to get work in the citv. There is 
going to be a drift toward the land that 
will strengthen the farm mortgage and 
lower the value of city property. There 
are 100,000 men out of work in Detroit 
today, 25,000 or 30,000 out of employ- 
ment in Akron and about 18,000 men in 
Toledo walking the streets looking for 
jobs. What are these men going to 
do when they cannot get jobs? They 
are going to leave the cities and go to 
other cities or to the farm where there 
is something for them to do. Many of 
the abandoned farms that are scattered 
over the country will be brought into a 
state of usefulness again in the next 
year or so. 


Whatever Happens, 

People Have to Eat 

“Whatever happens, people will have 
to eat. What is being raised on the 
farms is needed by the people of the 
country, and although the prices may 
be lower in the future than they have 
been, there is going to be plenty of out- 











Pa 


let for the products of the farm. 
may be a panic, economic disturbances, 
manufacturing upsets and general busi- 
ness disorder in this country, but the 
farmer will go serenely on raising and 
harvesting and sellng his crop. ‘the 
farm mortgage will continue to be a 
good investment because of its stability 
and dependability. 

‘The demands for policy 
heavy on us recently that we 
about twice as much 
free money on hand as is usually neces- 
sary. We cannot tell just how long 
the demands for policy loans are going 
to continue, but we must have plenty of 
money on hand to meet the require- 
ments. This rather operates against 
an unrestricted investing program be- 
cause we have to keep too much money 
in the cash drawer ready to pay out. 
People can get loans from life insur- 
ance companies at 5 or 6 percent and 
banks are charging anywhere from 7 to 
9 percent. In reality, if every owner 
of a life insurance policy realized what 
he could do in the way of making a 
loan from his company advantageously 
the home offices of this country would 


loans have 
been sO 
have had to have 


be flooded with requests for loans. We 
have felt this much more keenly since 
the banks began shutting down and 


shortening their line of credit.” 


‘FOR - SUGGESTIONS 
Commissioner Lindquist Will Seek Ad- 
vice in Formulating Standard for 
Minnesota Qualifications Law 


WILL ASK 


ST. PAUL, MINN., May 17.—Com- 
missioner Lindquist believes that the 
new qualifications act passed by the 


legislature will do much to elevate the 
standard of agents. It is his purpose to 
call in representative men from the dif- 
ferent insurance and get their 
suggestions as to the proper course to 
pursue in establishing a standard. Com- 
missioner Lindquist says that naturally 
he will not be able to bar out part-tim- 
ers. However, he does feel that through 
the operation of the new law, he will be 
able to stamp out those who are not 
seriously in the business but who take 
licenses in order to legalize a rebate. He 
says that on many occasions the legiti- 
mate agent is deprived of securing the 
business because some one has a license 


lines of 


merely to place his own insurance, and 
perhaps those of his family or close 
business friends. Under the new law, 
all brokers are eliminated. An = insur- 


man has to be licensed as an agent 


ance 
or as a solicitor. A solicitor can be li- 
censed provided he is working for some 
agent. Non-resident ageyts or brokers 


can be licensed provided the request is 
made by some resident agent. 


Dr. Glover’s Summer Course 
Dr. J. W. 


Glover of the University 


©f Michigan at Ann Arbor has issued 
the announcement of his summer ses- 
sion which will run from July 1. to 


\ug. 26. The courses are 
statistical and financial mathematics. A 
particular appeal is made to teachers 
who are preparing to offer courses in 
actuarial mathematics and casualty ac- 
tuarial mathematics, as well as to in- 
dividuals who are studying to pass the 
examinations of one or more of the ac- 
tuarial societies, who are not regularly 
enrolled in the university. Such per- 
sons may take advantage of this oppor- 
tunity to obtain individual instructions 
in actuarial and statistical theory dur- 


There ‘CHARGES AGAIN 


in actuarial, | 


| 
| 
| 


ing their regular summer vacation. Six | 
separate courses are offered. There are | 
no formal requirements for admission | 


into the summer school as the courses 
are opened to all persons qualified to 
pursue them to advantage. Dr. Glover 
has issued a list of over 100 graduates 
of his courses who are now occupying 
important positions with life and other 
companies as actuaries and officials. 





B. and H. M. Taylor of Philadelphia, 
ment agents of the Northwestern Mu- 
tual Life, state that their paid for busi- 
ness for April showed an increase of 
35.64 percent over April of last year. 


| C. Berger secretary. 
there will 





THE 
MADE 
MOUNTAIN STATES IS CITED 


Denver Company Is Called Before the 
Colcrado Department to Pro- 
tect Its License 


Commiss‘oner Earl Wilson of Colo- 
rado has cited the Mountain States Life 
to appear before him this week to show 
cause why its license should not be re- 
voked. The company was before the 


department at a previous time and a 
cense was issued on condition that it 
observe certain practices and comply 


will all the laws. The Mountain States 
was promoted on the stock selling-life 
insurance plan followed by some of the 
companies in Nebraska and Kansas. 
Mr. Wilson presents the following 
charges against the Mountain States: 

1. That said company has invested a 
large portion of its capital, surplus and 
funds accumulated in the course of its 
business in securities in which it is not 
permitted by law to invest such funds. 

2. That said company is doing busi- 
ness in other states than Colorado with- 
out having first procured a license or 
authority from such states authorizing it 
to do business therein, such license or 
authority being required by the laws of 
such states, 

3. That company 
applications for insurance from 
not authorized as brokers, agents or so- 
licitors of insurance and has been guilty 
of participation in the acts of such per- 
sons in so soliciting insurance without 
authority so to do. 


accepted 
persons 


said has 


Charge of Misrepresentation 

4. That said company by its officers, 
directors and agents has issued and cir- 
culated and caused and permitted to be 
issued and circulated estimates, illustra- 
tions and statements misrepresenting 
the benefits and advantages promised by 
policies issued by it and the dividends 
and shares of surplus to be received 
thereon. 

5. That said company and its agents 
have given, sold and offered to give or 
sell as inducements to insurance and in 
connection therewith, capital stock of an 
insurance company, to-wit, of the Moun- 
tain States Life Insurance Company. 
promising returns and profits. 

6. That said company is in an un- 
sound condition and has failed to com- 
ply with the law and the provisions of 
its charter, and that its condition is and 
its methods are such as to render its 
operations hazardous to the public and 
to its policyholders. 

7 That said company was organized 
and is conducting its business in viola- 
tion of sections 13, 21. 25, 26, 28, 30, 32, 
54. 55, 56 of the Insurance Code of Colo- 
rado, 


Aetna Men to Meet at Milwaukee 


Club of the 
Michigan 
Milwaukee, of which AI- 
manager, will hold 
its fifth annual meeting May 19-20. 
There will be two business sessions 
each day, with a banquet closing the 
first day’s session. 

Frank Bushnell, agency 
ent of the life department, and Frank 
M. Parker, secretary of the accident 
and liability department, will be in_at- 
tendance from the home office and it is 
also considered probable that several 
other home office officials may attend, 
including R. B. English, secretary of 
the group life department; Dr. E. K. 
Root, medical director, and J. W. 
Huling, assistant superintendent of the 
group disability department. Ray E. 
Gile is president of the $100,000 Club, 
E. H. Holmes, vice-president, and H. 
It is expected that 


be at least 75 members in 


The $100,000 Wisconsin 
northern 
Life at 
bert E. Mielanz is 


and 
\etna 


superintend- 


attendance. 


Will Enter New Territory 

The Central States Life of St. Lonis, 
which is now operating in 13 states, is 
planning to enter some new territory, 
preferably Minnesota and Iowa. It will 
not enter any southern states at present. 
The comnany has just been examined 
by the Missouri department. 


Nz \TION. AL 





agency of the | 


|} in Atlanta, Ga.., 
| originally 





U NDE RWRI TE R 


BETTGER IS PRESIDENT 
HEADS FIDELITY MUTUAL MEN 


Changes Announced in Plans _ for 


Regional Meetings Company Will 
Hold This Year 


-PHIA, PA., May 
former big league 
baseball star, is the self-elected presi- 
dent of the Fid&ity Leaders’ Club of 
the Fidelity Mutual Life, after a ten 
months’ gruelling race that embraced 
the entire country and was not decided 
until the close of March, when the race 
ended. In acknowledging receipt of 
President Talbot's letter of congratula- 
tion, the Philadelphia life salesman 
gives as his recipe for success the fol- 
lowing: “It is particularly gratifying to 
prove by practical demonstration the 
doctrine which I have been preaching— 
WORK.” Bettger makes ten calls a day 
and in order to make each call count to 
the fullest, he engaged chauffeur the 
first of this year. 


PHILADEI 
Frank L. Bettger, 


New Officers and Directors 


Following are the officers and direc- 
tors of the Fidelity Leaders’ Club: 
Frank L. Bettger, Philadelphia, presi- 
dent; P. J. Grogan, Johnstown, Pa., 
vice-president; W. C. Walker, Atlantic 
City, N. J... second vice-president; 
George W. Porter, New York, secre- 
tary; Jacob Golden, Detroit, treasurer. 

Directors in order in which they fin- 
ished: Fred W. Hagen, Philadelphia; 
Karl Collings, Philadelphia; Sol Lewis, 
Oklahoma City, Okla.: A. C. Walker, 
Atlantic City; S. H. Gettis, Richmond, 
Va.; Wilson Slick, Johnstown, Pa.; T. 
M. Green, Baltimore; R. J. Seiberlich, 
Minneapolis; B. F. Fraser, Jr., Atlanta, 
and J. \W. Kirgan, Cincinnati. 

Changes in Regional Meetings 
changes have been made in 
regional meetings which the 
Fidelity Mutual will hold this year. Mr. 
Bettger will accompany Manager of 
\gencies Frank H. Sykes in the tour of 
the regional meetings and will talk at 


Several 
the six 


each one on his doctrine of the “Ten 
Call” day. 
Regional meeting No. 2, the first of 


the series, will be held Thursday and 
Kriday, May 19-20, at Atlantic City. 
No. 1, originally scheduled to meet at 
Niagara Falls. will convene at Alexan- 
dria Bav on June 30-July 1. No. 3 will 
he combined with No. 5 and will be held 
May 26-27. No. 3 was 
planned for Asheville, N. C.. 
and No. 5 for New Orleans. No. 4 will 
teke place at French Lick Springs, Ind., 
on Sept. 8. No. 6 will get under way 
at San Francisco June 10-11. It was 
originally planned for Del Monte, Cal. 


Regional Officers for Year 


The officers of the six regional meet- 
ings as carried through the Leaders’ 
year are as follows: 

Region No. 1—President, P. J. Gro- 
gan, Johnstown, Pa.; vice-president, 
Wilson Slick, Johnstown, Pa.: secre- 
tarv, T. J. Danner, Pittsburgh. 

Region No. 2—President, Frank Bett- 
ser, Philadelphia: vice-president, W. C. 
Walker, Atlantic City; secretary, G. W. 
Porter, New York. 

Region No. 3—President, S. H. Get- 
tis, Richmond; vice-president, B. F. 
Fraser, Jr.. Atlanta: secretary, E. S. 
Freeman, Columbia, S. C. 

Region No. 4—President, Jacob 
Golden, Detroit; vice-president, R. J. 
Seiberlich. Minneapolis; secretary, J. W. 
Kirgan, Cincinnati. 

Region No. 5—President, Sol Lewis, 


Oklahoma City, Okla; vice-president, 
H. T. Childre. Oklahoma City: secre- 
tary, J. S. Wolff, New Orleans. 


Region No. 6—President, W. G. 
Rackus. San Francisco: vice-president, 
I. H. Wentz, Sacramento, Cal.: secre- 
tary, J. A. Houston, Spokane, Wash. 





May 19, 


School rem Cul 
Endowment Prospects 


ELL-TIMED endowments, writ- 
ten especially on school teachers, 
are discussed by F. P. Clarendon of the 
Home Life. He points out that while 
in most states school teachers are bene- 
ficiaries of a pension plan which permits 
retirement after a certain number of 
years, the annuity paid necessitates a 50 
percent or more cut in the teachers’ 
income. The teacher is protected by 
the pension plan, but not sufficiently to 
meet the demands of keeping up the 
level of expenditures. The recent in- 
creases in pay, granted in many local- 
ities, offer an excellent opportunity for 
the alert insurance agent to present the 
advantage of investing this additional 
income in premiums on an endowment 
policy, timed to mature when the pen- 
sion goes into effect. 
If a teacher received a 
dowment policy at the same 


1921 


matured en- 
time that 


she became beneficiary of a pension, 
her needs would be met. If the teacher 
is 15 years from the pension age, a 15- 


year endowment would be an attrac- 
tive investment. The 20-year endow- 
ment has been such a popular policy 


and spoken of so often that many are 
ignorant of the flexibility of the poli- 
cies. They are not aware that an en- 
dowment is issued for other terms of 
years. To the older teachers, who have 
taught for 20 or 25 years, the ten-year 
endowment will appeal. For this group 
a $100.00 a year premium will carry an 
endowment policy for $1,000, and the 


premium may be reduced by the an- 
nual dividend. 
In the case of a young teacher, a 30 


or 35 endowment will mature in time to 
supplement the pension. On such long 
term endowments premiums are very 
low and the proceeds will prove an 
agreeable addition to the insured’s in- 
come in future years. Agents who ex- 
plain clearly and definitely the flexibil- 
ity of the endowment policy and time 
them to meet the pension age should 
find quick response in this field of ap- 
plicants. 


CLAIMS BACK TAX IS DUE 


Indiana State Board cf Accounts Files 
Claims Against a Number of 
Insurance Companies 
Accounts 


The Indiana State Board of 


has charged 56 companies with owing 
$46,280 back taxes. It filed its report 
with the insurance department. One 


report goes back a number of years and 
charges 34 companies with owing $31,- 
627 up to Sept. 30, 1920, on account of 
fees declared to be due the state under 
the retaliatory provision of the Indiana 
laws. The second report charges 24 
companies with owing the state $3,095 
for the period between Oct. 1920, and 
Mar. 21, 1921, for the same reason. The 
third report charges 15 companies with 
owing $1,558 on account of unpaid taxes 
declared due under the law governing 
the taxing of insurance companies. The 
amounts called upon from the various 
companies, with few exceptions, do not 
amount to much. The largest sums 
called for are the Fireman’s Fund, 
$2,333, Pacific Mutual Life, $1,690, Me- 
chanics & Traders of New Orleans, 
$2,670, Pan-American Life, $6,910, Life 
Insurance Company of Virginia, $1,: 
Northwestern Mutual Life, $15,567. 
Wisconsin National Life, $2,641. 











Discuss “Switching” in Milwaukee 


Increasing complaints 


ig « regarding al 
leged “switching” i 


are being heard in 
Milwaukee. It is reported that certain 
complaints will be placed before the 
py of the Milwaukee Association 
of Life Underwriters. At least two gen- 
eral agencies have been making espe- 
cially severe complaints. It is reported 
that the subject was touched upon at an 
executive meeting of the directors held 
on Friday, but officials and directors 
decline to discuss the matter. 
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SUGGESTIONS MADE IN 
INSURANCE TAXATION 


Life People Appear Before Senate 
Finance Committee at 
Washington 


MANY DEMANDS ARE MADE 


Companies Seek Relief from Burden- 
some. Requirements of the Fed- 
eral Government Revenue Law 





WASHINGTON, D. C., May 


in these sections of the estate 


18.— 
Changes 
and income taxes applying to insurance 
were suggested to the Senate finance 
committee today by insurance interests. 
that are felt by the 


industry to be burdensome are to 


Provisions insur- 
ance 
be eliminated and 
stituted with which the companies can 
comply. It was suggested that Section 
402 be amended by eliminating the pro- 


new language sub- 


vision exempting $40,000 and making 
the tax apply to the extent of the in- 
surance “in excess of the sum required 


to meet estate, transfer and inheritance 
taxes imposed by the United States or 
any state of the United States and pay- 
able by the executor or by the executor 
or by the decedent’s beneficiaries and 
any accrued and unpaid income taxes of 
the decedent.” Section 403-B, 
paragraph, would be amended by cut- 
ting out the amount receivable as insur- 
ance upon the life of a non-resident de- 
cedent where the insurer is a domestic 
corporation, and adding to the end of 
the paragraph, “The amount receivable 
as insurance upon the life of a non- 
resident decedent shall not be deemed 
property within the United States for 
the purpose of this title.” insurance 
men also suggested amendment of Sec 
tion 234 by including “and a reason- 
able allowance for premiums paid 
for indemnity against the death of 
any person connected with a trade or 
business carried on by the taxpayer, by 
insurance on the whole life continuous 
level premium plan, or such other form 
of insurance as may be approved by the 
commissioner.” Section 214 would be 
similarly amended: Section 215-D would 
he stricken out, and Section 213-B would 
be amended by 
rst paragraph of the 
vidual beneficiaries or to 
the insured.” 

Cox Was Chief Witness 


words “to indi- 
the estate of 


Robert Lynn Cox of the Metropolitan 
Life was the principal witness, appear- 
ing as the representative of the 
ciation of Life Insurance Presidents. 
He told the committee that the sections 
which were under discussion are unsci- 
entifically drawn and burdensome in a 
number of respects. Efforts to secure 
revision of these sections have been 
made in the past, the Treasury Depart- 
nent itself being desirous that the 
changes be made. While the proposed 
changes would result in the companies 
iving more taxes, he said, they would 

ve the advantage of knowing just 

here they stood, and would be able to 

oid the uncertainties with which they 
are now surrounded. The elimination 
of the tax on beneficiaries receiving 

ore than $40,000 is suggested, the wit- 
ness said, on the ground that the belief 
exists that this tax is illegal, because, 
hile it is intended to be imposed upon 
the decedent's estate, it falls upon the 
beneficiary. 


\ 


4 
1 
} 


Other Amendments Suggested 


Exemptions of sufficient insurance to 
cover the various inheritance taxes im- 
posed by federal and state government 
is also asked. Funds due foreign bene- 





TWISTING 


INTERESTING CASE CAME UP 


Managers’ Association of Chicago Con- 
fers on Rules As to Disturbance 
of Policies 


At the meeting of the Managers’ As- 
sociation of Chicago last week the ques- | 
tion of violation of a rule regarding 
twisting was considered. For example, | 
under the rules of the Managers’ Asso- 
ciation an agent of a member company 
cannot advise a client to make a read- 
justment of a policy to one lower priced 
with another company. For example, 
in the case submitted an agent of one 
of the companies advised his client to 
change his policies from the 20-payment 
life to the ordinary life plan and take 
additional insurance. He found in addi- 
tion to his own policy on the 20-pay- 
ment life plan, a policy in another com- 
pany on that plan. He suggested a 


readjustment with that company, but 
not twisting the business. This was 
in violation of a rule and the case has 
caused considerable comment. 
Say Way Is Open for Abuse 
It was stated by a number of man- 
| agers who expressed themselves that 


third | 


the way was thus laid open for an abuse 
if there was not some check on a prac- 
tice of this character. Others, however, 
take the position that if an agent is de- 
barred nen giving advice worth while 
to his clients, he lacks that much of 
being a real life insurance man. In the 
case mentioned, there was no twisting, 


as the agent suggested that the adjust- 
| ment be made with the original com- 
pany. One life insurance manager in 


making some observations on this case 
uid that if agents of member com- 
panies are not allowed to make sugges 
tions of this kind where they can do 
so conscientiously, it simply leaves the 
way open for the professional twister to 


come in, give similar advice, lapse out 
existing insurance and take a policy in 
another company. A poll of the mem- 
bers present was taken to ascertain 
whether any of them had been talking 
to newspaper men in view of the pub 


city regarding some of the mectings 


ficiaries are also troublesome to the 
companies under the present law, Mr. 
Cox asserted, and some relief is urgent- 
ly desired. The American companies 


| are materially hampered in their efforts 


the elimination in the | 


Asso- | 





business, he 
insur- 


foreign 
Canada. The 
desirous of 


to increase their 
said, especially in 


ance industry is securing 
some change in the law covering the 
carrying of insurance on a man’s life 
for the benefit of his business. The 
present law frequently results in the 
government getting the major part of 
the insurance, and is proving a handi- 


this class of 
need for this 
and a change | 


cap in the extension of 
business. There is much 
class of insurance, he said, 


in the law would materially help the 
business. 

Other witnesses today were A. E. 
Forrest, vice-president of the North 
American Accident of Chicago; P. M. 
Estes, president of the Southern Indus- 


trial Insurance Conference, and H. L. | 
Ekern, representing the National Asso- | 
ciation of Mutual Fire Companies, Fed- 
eration of Mutual Fire Companies, Na- 
tional Association of Mutual Casualty 
companies and the Automobile Mutual 
companies. These witnesses urged the 
repeal of Section 503 of the law, chare- | 


ing that it discriminates against the in- | 
surance companies by placing the tax 
upon them their business, 
which is not the case with all other 
business taxes. It was also pointed 
out that while the tax is excessive upon 
the companies, the return to the gov- | 
ernment is small. only 
year being received from health and ac- 
cident policies, which are most popular | 
among the majority of working people 


instead of 


INSURANCE 


| has just 


$18,000,000 aly 


EDITION 





DISCUSSED, G R O YU P LIFE FIGURES ACTUARIAL SOCIETY 


ARE COMPILED | 


—_— 


| Chamber of Commerce of the United | 


States Has Been Assembling 
Some Interesting Data 


WASHINGTON, D. C., May 19.— 
The insurance department of the Cham- 
ber of Commerce of the United States 
completed compilation of fig 
ures on group life insurance written by 
25 companies, of which 23 represent 


99.9 per cent of the total reported as 
of Dec. 31, 1920, as follows: 
Group Life Insurance in 

force Dec. 31, 1920.....$1,634,067,472 
Annual Premiums in force 

Dec. 31, 1920..........$ 17,798,124 | 
Number of Policies in 

force Dec. 31, 1920..... 6,227 
Number of Lives Covered 

ee. ms. Bicesconsawe 1,697,031 
Total number of claims 


paid from the time com- 


panies concerned began 
writing this class of 
business to Dec. 31, 
BD ckeekeneseecedesnes 27,937 
Total amount of claims 


paid for above period..$ 26,015,203 


Five companies did not report infor- 
mation requested under one or more of 
the following heads: annual 
number of policies, number of claims. 
These figures were approximated in 
such manner as not to disturb the ratios 
indicated by the remaining items. 

Of course, no direct comparison can 


be made between annual premium in 
force Dec. 31, 1920, and claims paid to 
that date, the latter figure including 
those paid in previous years How 
ever, as might be expected, a clos 


agreement is shown between the av 
erage in force, $963 per insured life, 
and the average claim paid, $931. It 
is impossible to allocate this difference 


among several possi- 
most probable ex- 


accurately 


ct $32 
le causes but the 
planations are: 

1 \ gratifying use of schedules pro 
viding rewards for increasing length of 
with a consequent gradual in 
crease in the average payment, such 
increase serving as a rough indication 
of decreasing labor turnover. 

2. An equally gratifying willingness 
on the part of the intelligent employe: 


service 


to insure increasing amounts with a 
view to reducing the direct and indi 
rect expense o!f operating his employ 


furnishing a sub 


continuity of 


ment department by 
stantial incentive for 
ice, 


serv 


Contest Big Minnesota Suit 


to collect $210,000 life 


Trial of a suit 


insurance on policies issued by three 
companies by heirs of Charles Vogetel, 
vealthy Minnesota miller, who fell to 
his death from the ninth floor of the 
Radisson Hotel. Minneapolis, Nov. 8, 
19°90, will be started at New Ulm, 
Minn., next week 

he companies involved are: 
Equitable Life of Des Moines, $30,000: 
( mecrcit Mutnal Lufe $80,000; 
Aetna Life, $100,000. The three com 
panies contend that Vogtel committed 
icide and that the heirs cannot re 
cover because the policies carry the 
1 ial clauses that insurers shall not b« 
ble, in case of suicide, within a year 
after the insurance was written. The 
policies in each instance were issued 
early in 1920 

Vogetel was the principal owner of 
the Century Milling Company, Minne- 
polis, was employed as manager of a 
iilling company at New Ulm and was 
iterested heavily in a third mill at 
Marshall, Minn. 

\ bill has been introduced in the TIili- 
ois legislature providing that when a 


company has $50,000,- 
registering its 
insurance depart- 


gal reserve life 
000 in force, it can cease 
policies with the state 
ment if it so desires. 


premium, | 


IN ANNUAL MEETING 


| Many Able Papers Were Presented 


By Men Prominent in Com- 
pany’s Offices 


MEDICAL EXAMINATIONS 


Group Mortality, Investigation, Total 


and Permanent Disability and In- 


dustrial Life Insurance Discussed 


NEW YORK 


of excellent 


May 19 A 


papers 


number 
presented at 
Actuarial 


were 
the annual meeting of the 
Society of America. 

D. E. Kilgore, 
American Life of 
subject “Life 
Examination.” He 
tance: 

“In the 
ance no 


North 
roronto, had as his 
Without Med- 


said in sub- 


actuary of the 


Insurance 


1K al 


early days of life 
medical examination 
quired, yet today there are few propo- 
sitions which to the insurance 
man would seem so fundamentally her- 
etical as that life insurance could be 
satisfactorily conducted without the aid 
1f medical examinations as a condition 
Some English and Scot 


very insur- 


was re- 


average 


I msurance 


tish offices have in the last 20 or 30 
years written insurance without medical 
examination While they have pub 
lished no experience, the reports indi- 
cate that the business has been satis 
factory rhe provision of the contract 
Bi sor cases differs from the con- 
tracts where medical examination is 
secured by giving only a part ot bene 

s if death occurs within the first few 
vears. In Canada, four companies have 
inaugurated the system of imsurance 
without medical examination tor 


mounts up to $1,000 In the applica 


n blank for this sort of tnsurance, 
a fairly complete family and personal 
history is required and an attempt is 
made to establish other safeguards 
iwainst taking persons medically unfit 
for insurance. 

Disadvantages Are Seen 

‘The creat advantage is the saving 
the cost of medical examination which 
is a very comfortable item in small pol- 
ies 1 find a number of counter bal- 


neing disadvantages which summarize, 
umong them being: 


(1) That insotar as fradulent  se- 


lection is concerned the medical ex- 
umination is extremely valuable if not 
indispensable In smaller amounts this 
factor is of less importance. Never 
theless, if the medical examination 
should be waived, fraud wouid increase 
both in respect to small and large 
al ounts.” 

(2) The medical examiner alone 1s 
able to detect the presence ot a large 
class of impairments affecting longev 
ity 

(3) While from the standpoint of 
moral hazard it is sater to restrict 
“Non-Medi = business to smaller 
umounts, as regards physical impair 


examimation 1s as 
well as large 


ments, the medical 


important for small as 


amounts 
Arthur Hunter's Paper 


Mr. Kilgour in his paper treated the 


question of life insurance without med 


ical examination generally) Arthur 
Hunter of the New York Lite consid 
ered it almost entirely from the stand 
point of offsetting savings in expenses 
against higher mortality He showed 


that taking the cost of the medical ex- 


amination as $5.00 per $1,000, a very 
great increase in mortality in the early 
vears could be paid for with the same. 
For instance, if the policy is taken at 


saving would be 


mortality of 


for $1,000, the 
extra 


age 30 


‘sufficient to pay tor 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling,—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. 

The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 

















Onto Nationa Lire Insurance Co. 


CINCINNATI, O. 


OW is the Golden Day of Life Insurance. It is the best time to get 
connected with a solid company and build a foundation for the future. 
Good business was never so easy to get. People believe in and are buying 
life insurance. 
The Ohio National pays agents well for their work and backs them with all 
its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, Tennessee, Michigan, 
Nebraska and Kansas. 


T. W. APPLEBY 


Secretary and Agency Manager 


A. BETTINGER 


Pre sident 











HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


— Fp ny issues all modern forms of policy contracts from age 8 
next birthday to 60 years. . 
1 Rolicies are in full immediate benefit from date of issue. 
Onl om icies contain a valuable Disability clause and are guaranteed 


ndorsement. 


G@@D CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 


by State 

















87% percent in the first year, 32% per- 
cent in the second year, 20 percent in 
the third year, 12% percent in the 
fourth year and 2% percent in the fifth 
year, it being assumed that after the 
fifth year the difference between lives 
selected with and without medical ex- 
amination is no longer continued. The 
calculation is made on the basis of the 
new American Men “Select” Table as- 
suming 3 percent interest. The results 
would not be greatly different at the 
different ages, it being assumed that 
policies would not be issued without 
medical examination except for ages 
from twenty to forty. 


John D. Buchanan‘s Paper 


“Industrial Life Insurance” was dis- 
cussed by John D. Buchanan, actuary, 
London Life. The distinguishing fea- 
tures of this kind of insurance are: 

1. Premiums are payable weekly. 

2. Premiums are collected in the home. 

3. The amount of insurance is the 
variant, the premium being of even 
amount. 

4. Protection for all members of the 
family is aimed at. 

Industrial insurance, as distinguished 
from burial insurance, which was earlier, 
began in England about 1850 and shortly 
after this the great Prudential of Lon- 
don was founded. In the United States, 
the three great industrial companies 
commenced industrial business in the 
years 1875-79. In the early years the 
companies had great difficulties to con- 
tend with in high expense, high mor- 
tality and the necessity of winning pub- 
lic confidence. 

From its character this kind of insur- 
ance flourishes in centers of industry and 
meets difficulty in agricultural districts 
because of the necessity of house to 
house collection. 

The expense element is necessarily 
larger than in ordinary insurance be- 
cause of the great amount of work nec- 
essary in the collection of premiums and 
in keeping office records. The paper 
gives a comprehensive skeleton view of 
the subject in a form to serve as an 
introduction to a more detailed study. 

“Some of the Problems of the Smaller 
Life Insurance Companies” was treated 
by William R. Halliday, independent ac- 
tuary of Chicago. The object of this pa- 
per is to set before its readers some of 
the problems which must be met by a 
small new company (for instance, one 
starting with $100,000 capital and the 
same amount of surplus), and which are 
not present with a larger, older company. 

The selection of its officers is limited 
by the fact that it can pay only small 
salaries. It also meets the question 
of expense in commissions and agency 
costs. The setting up the reserve re- 
quired by law, which is therefore a lia- 
bility, is always a drain on its assets 
and it is important that it have the aid 
of some form of preliminary term valua- 
tion. 

The amount of new business it can 
afford to write is limited both by ex- 
pense and the reserve which must be 
set up. The maximum size of policy 
which is carried without reinsurance 
must be so limited that a few deaths 
more than the expected among those 
carrying the maximum amounts would 
not be serious. 


John 8S. Thompson’s Paper 


“Causes of Total and Permanent Dis- 
ability” was discussed by John S. Thomp- 
son, assistant actuary of the Mutual Life 
of New York. The experience of the 
Mutual Life from January, 1913, when it 
began to issue policies with total and 
permanent disability benefits, until Dec. 
31, 1920, is presented. The number of 
lives disabled was 202 distributed by 
causes, as follows: 


Cause of Disability Percentage 
DEED She eadeeeunaweans 38 
| RE eae ae 28 
a ee 10 
I cncabe ba ene we cen 5 
PE n6660c6e es cee web eeee s 4 
DT b6¢406K000056660000600 3 
i Se 6. ct odeaneae eae 
er ere eer 2 
PEUEEIOOD sn ccvccndcccecss 7 


The death rate in the first year (i. e. 
the year following the first waiver of 
premium) was observed to be high, about 
40 percent where tuberculosis was the 
cause of disability, and 20 percent where 
insanity was the cause and 30 percent 
for the whole group. 

A rough analysis was made of the 
premium charged which indicated that 
the cost of the disabilities from tubercu- 
losis was about 25 percent of the total 
cost at the low ages at entry, gradually 
decreasing with increase in the age at 





entry and that the cost of the chance of 
disability from insanity was about 35 
percent of the total cost at all ages at 
entry. 

E,. E. Cammack’s Paper 


“Group Mortality Investigation” was 
presented by E. E. Cammack, associate 
actuary, Aetna Life. This paper gives 
the result of the investigation of the 
combined experience on group insurance 
of the Aetna, Connecticut General, Met- 
ropolitan, Prudential, Sun Life of Can- 
ada and Travelers for the calendar years, 
1913 to 1920 inclusive. 

Since the whole sum was payable in 
case of disability before reaching age 
60, disability counted the same as death. 
The expected deaths were calculated by 
the new American Men Ultimate Table 
and this was used as the standard by 
which to measure the mortality experi- 
cence, 

The experience was divided into a 
number of classes by occupation and 
also was divided between cases where 
the employer paid the entire premium 
and cases where part of the premium at 
least was paid by the employes. 

Among the occupations, in cases where 
the employer paid the whole of the pre- 
mium, and where the numbers were 
large, are iron, steel and other metal 
industries which showed a mortality of 
112 percent; metal products’ which 
showed a mortality of 90.6 percent of 
expected; lumber and furniture, mortal- 
ity of 78 percent of expected; textile in- 
dustries, mortality of 87 percent of ex- 
pected; clerical and professional, mor- 
tality of 81 percent of expected. The 
average mortality for the total of in- 
dustries was $2.1 percent. 

The number, in the cases where part 
of the premiums were paid by the em- 
ployes, was much smaller, but the av- 
erage mortality was higher, being 121 
percent. The paper makes analyses of 
results obtained in a number of differ- 
ent ways. 

J. B. Maclean’s Paper 


“Swedish Mortality Investigation” was 
given by J. B. Maclean, assistant actu- 
ary, Mutual Life of New York. This pa- 
per is a review of a recently published 
account of an investigation made by the 
Association of Directors of Swedish Life 
Insurance Companies into the subject of 
extra mortality arising from various 
classes of impairments on account of 
either personal history or of family his- 
tory and particularly regarding tuber- 
culosis. The investigation comprised 
the experience of 16 companies during 23 
years, the number of deaths reported 
being about 30,000, so that the figures 
therefore are of sufficient extent to yield 
results of considerable reliability. In 
the paper some comparisons are made 
of certain of the impairment groups with 
corresponding groups in the Medico Ac- 
tuarial Investigation, although differ- 
ence in classification and treatment ren- 
der comparisons difficult. 

The methods used in obtaining the 
results are described in some detail. 
These are novel and are of considerable 
interest from an actuarial point of view. 


A. A. Rydgren’s Paper 


Value of Business Reinsured in 
3ulk” was discussed by Adolpt A. Ryd- 
gren, actuary, Cleveland Life. Mr. Ryd- 
gren’s paper is one which will be par- 
ticularly welcome to many actuaries as 
it deals with a subject regarding which 
practically no information has_ been 
available except to those who have had 
actual experience of it. As the author 
points out, on account of the large num- 
ber of young companies which ultimately 
find it necessary to reinsure their busi- 
ness, the subject of the terms of such 
reinsurance is of considerable import- 
ance. His paper deals with the method 
of determining the amount which the 
purchasing company can afford to pay 
for such business excluding however 
non-caleulable considerations such as 
the value of the agency force, increase in 
prestige due to increased size, and so 
forth. 

Rate of Termination Excessive. 


An interesting preliminary is the pres- 
entation of a number of tables showing 
that the rate of termination (from all 
causes) is usually excessive for a few 
years following reinsurance and thus 
indicating the importance of recognizing 
this as a factor in the estimation of fu- 
ture profits. The main part of the paper 
deals with the estimation of future 
profits from non-participating business. 
Such profits arise from favorable mor- 
tality, interest earned over reserve re- 
quirements, saving in expense and from 
lapses and surrenders. Methods of ap- 
proximating each of those for a large 
group of policies are given. 
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BANKERS LIFE INSURANCE COMPAN 
OF NEBRASKA ) 


Home Office: Lincoln, Nebraska 


Assets . . . $18,700,000.00 


BEATRICE, NEBRASKA, APRIL 9, 1921, TWENTY PAYMENT LIFE POLICY 
Mr. H. S. Wilson, President, Matured in the 


Bankers Life Insurance Co., Lincoln, Nebr. 
OLD LINE BANKERS LIFE INSURANCE 


Dear Sir: COMPANY 
I acknowledge receipt of your draft for $334.00 through your General Agent, A. H. P 
Gray, for the surplus on my twenty year policy that matured today. My policy is now of Lincoln, Nebraska 
paid up for life and will draw dividends every year from now on. This gives me in : : 
cash and paid up insurance $1,334.00, but I only paid into the Company $608.00, which Name of insured scaniidadtiiealt ity Nes Sela A Lucian L. Noble 
leaves me & net profit of $79660. NL nn snc evidccedas Beatrice, Nebr. 
I am well pleased with this settkement and advise everyone to take insurance with Amount of policy. Pee e ee Sa ews sg $1,000.00 
the Old Line Bankers Life Insurance Company. I know of no other Company paying Total premiums paid A Rap alee 608.00 
anything like as large settlements on matured policies. 
Thanking you for your promptness and wishing you success, I am, SET TLEMENT 
Yours truly, oe Total cash paid Mr. Noble........ $ 334.00 
UCIAN L, ! SLE. . * . 
And a Paid Up Participating 
os oc cenceacanuvews 1,000.00 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 























What Do You Demand of a Company? 


Financial Strength?—The Columbia Life has $1.22 of assets for every dollar of liability. 


Age and Reputation ?—Third oldest company in Ohio. Over $1,000,000 paid to policyholders in Ohio, 
Indiana and Kentucky. 


Good Policies?— The Four Option Policy and the other winners in the Columbia rate book have the 
unqualified approval of agents. 


Home Office Co-operation ?—Situated in the heart of its small territory, every part of which is inten- 
sively cultivated. The President of the Company is its Agency Manager, and his chief concern is the success 
of the company’s agents. 


Liberal Agency Contracts ?—Contracts direct with the Home Office, with vested renewals—“The Kind of 
Contract that Made the Old Time General Agent Rich.” 


THE 


Real Opportunities in c> L U M B IA | F E. 
OHIO—INDIANA INSURANCE CO. 


KENTUCKY SUMNER M. CROSS, CINCINNATI, 
President OHIO 
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PENN MUTUAL’S OFFICE 





NEW MOVE MADE IN CHICAGO 





Appoints W. A. Alexander & Co. as Its 
General Agents in Addition to 
Cc. J. McCary 


The appointment of W. A. Alexander 
& Co. of Chicago as general agents for 
the Penn Mutual Life is an indication 
of the trend of the times in that city, 
as many life companies seemingly are 
seeking business from general offices. 
A few weeks ago Eldredge & Cleary, 
managers of the United States Casualty 
in Chicago, were appointed agents of 
the Penn Mutual Life, establishing a 
full-fledged life department. W. A. 
Alexander & Co. will have an inde- 
pendent general agency of the Penn 
Mutual Life and will not interfere with 
the general agency of C. J. McCary & | 
Co. The new department in the Alex- | 

















ander office will be in charge of Arthur 
W. Furner, field representative of the 
Penn Mutual Life. He will be assisted 
by W. P. Comerford, formerly general 
agent for the Penn Mutual at Quincy, 
Ill, and recently in charge of the life 
insurance brokerage department of 
Alexander & Co. 


Alexander & Co. Have Big Office 


W. A. Alexander & Co. have one of 
the largest casualty offices in Chicago, 
with a number of solicitors and a large 
brokerage clientele. They have repre- 
sented the Fidelity & Casualty for a 
number of years. A few years ago, the 
firm established a full-fledged fire insur- 
ance department so that it could meet 
the demands of those who are as- 
sociated with it. The Penn Mutual is 
the first of the large mutual companies 
in Chicago, to make a bid for business 
in the general insurance agencies that 
have regular life insurance departments 
established. The Mutual Life, however, 
has two men now located in the Insur- 
ance Exchange in different offices and 
they are cultivating the insurance men 
in the building. The Pacific Mutual 


AMERICAN 
CENTRAL 


LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
1899 


Established 


HERBERT M. WOOLLEN 


PRESIDENT 





Life has recently returned to the In- 
surance Exchange from the Gas build- 
ing in order that it may be in closer 
contact with fire and casualty men. 
The Travelers is making the biggest 
play in the general insurance agency 
field. It already has life insurance de- 
partments in three of the large general 
agencies. The establishment of a life 
insurance department with W. A. Alex- 
ander & Co. is the eighth general in- 
surance office that has established a life 
insurance department in the city. 


Liberty National’s Campaign 


The Liberty National Life of Cape 
Girardeau, Mo., will put on a special 
campaign next month for new business. 
June will be known as Albert Month, 
in honor of the birthday of H. L. Al-| 
bert, president of the company. A. 
H. Schaffer, former superintendent of 
agencies, and at present general agent 
for the Liberty National at St. Louis, 
has written $52,000 the first fourteen 
days of this month and says he is just 
getting warmed up for the coming con- 
test. 

















SUB-STANDARD METHOD 





CONNECTICUT GENERAL PLAN 





Comment Made on the New Depart- 
ment That Was Established by 
the Company Jan. 1 


On Jan. 1 of this year the Connecti- 
cut General Life announced that it 
would consider risks which on account 
of medical impairments were under 
average and not acceptable for stand- 
ard policies. Up to March 1: the paid- 
for substandard issue was $323,000, 
with premiums of $12,745. The out- 
standing issue on that date was $258,- 
500 with premiums of $11,682. The 
Connecticut General believes that its 
paid-for substandard issue for the year 
will be about $1,250,000, with premiums 
of over $50,000. The company will not 
issue the double indemnity clause or 
any of the disability riders on substand- 
ard policies. 

Interesting Comment Made 


In speaking of risks and commenting 
further on substandard, the Connecticut 
General says: 

“We do not feel that it is advisable 
to issue the double indemnity or any 
of the disability riders with policies on 
the lives of risks who are classed as sub- 
standard on account of physical or med- 
ical impairments. While our reason for 
being unwilling to issue the double in- 
demnity rider in such cases may not be 
obvious, we would point out that with 
certain impairments the liability to 
death as the result of an accident may 
be greatly enhanced. For instance, if 
a man whose heart is affected happened 
to meet with an automobile accident, 
through the shock or excitement, his 
death might occur as a result of the 
cardiac affection when, had he been 
otherwise in sound health, the accident 
would not have resulted fatally. In 
such a case, it might be impossible to 
determine that death was in reality due 
to the heart trouble rather than directly 
and independently of all other causes to 
the accident. Any form of kidney trou- 
ble might also make the sequence of a 
serious accident more likely to prove 
fatal than if the insured were a first 
class risk and suffering from no im- 
pairment. 

Disability Riders 


“Disability riders will not be issued 
because with certain types of risks 


| which may safely be accepted for life 


insurance on a substandard basis, such 
as those who are under average weight 
and have a family history of tubercu- 
losis, a prolonged period of total and 
permanent disability might occur before 
death actually ensued. 

“Tt will also be necessary with certain 
kinds of impairments such as that last 
cited to eliminate from the policy the 
Plan I disability clause and the ex- 
tended insurance provision. There are 
naturally also some disabilities and im- 
pairments of so serious a nature as to 
preclude our accepting the risk for any 
form of insurance even on a substand- 
ard basis; also if a person is afflicted 
with two or more impairments, no one 
of which is in itself very serious, it 
would probably be necessary to decline 
the case absolutely. 

“The maximum amount for which the 
company will accept an impaired life on 
any plan will be $25,000, and on the 
less expensive forms of policies and in 
case of more serious impairments and 
higher ratings the amount which will be 
issued may be reduced to $10,000. 

“Our principal obiect in entering 
upon the substandard field and our 
chief desire is to assist our agents to 
secure the greatest results from their 
work and not merely to build up a large 
volume of substandard business. We 
therefore do not care to accept this 
business from brokers or the agents of 
other companies or from those who are 
not placing all of their life business with 
the Connecticut General.” 
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TENNESSEE CONGRESS 


WILL MEET AT CHATTANOOGA 











Excellent Program Arranged for Sales 
Symposium to Be Held on Friday 
of This Week 














CHATTANOOGA, TENN., May 18. 
—The second annual One Day Sales 
Congress of the Tennessee Life Under- 
writers Association will be held in Chat- 
tanooga next Friday. Invitations have 
been extended to every member of the 
association in Tennessee, Mississippi, 
Alabama and Georgia. 

J. W. Bishop, chairman of the pro- 
gram committee, announces the follow- 
ing program: 

Invocation—Dr. J. W. Inzer, national 
chaplain, American Legion. 

Song—America. 

Welcome Address—W. A. Chambliss, 
mayor of Chattanooga. ( 





ILLINOIS 








~~ 


Words of Welcome from J. E. Smartt, 
president of the Chattanooga Association 
of Life Underwriters. 

“A New Day in Life Insurance”—Robt. 
L. Carder, Tennessee Commissioner. 

“Association Plans’ — Orville Thorp, 
president, National Association of Life 
Underwriters. 

| 
i 
| 











“Life Insurance from a Banker's View- 
point”—T. R,. Preston, president, Hamil- 
ton National Bank, Chattanooga, Tenn. 

“How to Get the Application’—J. H. 
Smith, Nashville, Tenn. | 

“The Advantages of the Life Insurance | 
Trust Fund”’—Alexander T. MacLean, as- 
sistant actuary, Massachusetts Mutual 
Life. 

“Measuring the Man”—Winslow Rus- | 
sell, vice-president and agency manager, | 
Phoenix Mutual Life. | 

| 
! 
| 
| 



















































































“Income Insurance”—W. F. McAllister, | 
Knoxville, Tenn. 

“Constructive Competition’—Cliff S 
Blackburn, Memphis, Tenn. 

“Selling the Farmer’—S. W. Carmack, 
Fayetteville, Tenn. 


* Salesman’s Task”—Oliver W. | + a 7 ‘ . ro as ae 
FP Ig of pease Mu- armers r I ra d esme nr Offic e 
People? Professional men? 


| 
tual Benefit Life. 
Election of officers. 

| 

| 

| 


Who Lives in Your Territory? 


A banquet will be held at 8:30 p. m. | 
at the Golf & Country Club, at which |} 
Mr. Thorp will deliver another address, | 


There are few localities where an 


and Minor Morton, vice-president and | ‘ : : : 
agency manager of the Volunteer State agent will not find a combination of 
Life, will speak on “Use What You've 
— I more than one class of prospects. He 
“Term” P ts for 1921 | should be equipped to sell all of them. 
| - ne sn me | If he gets the notion that he cannot in- 
| I} | | ; ; 
| a re Br terest any particular class he simply | 


oe . : 
HERE are many men uninsured or | 
| 


puts an unnecessary restriction on his 
territory and income. 


underinsured to whom _ renewable 
term policies will appeal: 
The man who has not yet made up|} 


his mind as to the form of insurance he | ‘ . : 
wants te an lade Peoples Life agents find themselves 
€ man starting in business who | 1] i s lj : | 
needs money for the moment to keep | ¢ . 
it going; but wants insurance and the | UnUsua y we equippec to soncit 00% 
open door for a future choice. | of their territory. They have the poli- 
[he man who is temporarily tied up. | . nieietianimeniains ‘ 5 . 
The man who is carrying consider- | ath re => cies and the close home office co-ope- 
able insurance but wants to insure in- | ie ; uz : . 
creased protection with his financial ration that finds a sales appeal for 
progress. 
The man who wants to strengthen his everyone, 







credit. 

Renewable term policies take a man 
under cover and keep open for him the 
door to the more standard forms of 
policies until he can march through it. 

The man who takes term insurance 
is a preferred prospect for the more en- 
during and satisfying forms of insur- 
ance requiring only the payment of the 
difference in premiums with interest. 

There are many men in your balli- 
wick who need insurance but are hard 
up this year. A term policy will bridge 
them over to better times.—Travelers 
Protection. " 


PEOPLES LIFE 


Insurance Company 


Frankfort, Indiana 


pany, an assessment concern, has been 
organized in Indianapolis. Directors are 
D. P. Roberts, E. E. Sluss, E. M. Hag- 
gard, J. W. Houseman, R. H. Brandes, 
W. A. Butler and J. W. Sluss. 








| 

| 
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The Associated Life Insurance Com- 






































THE NATIONAL UNDERWRITER 


May 19, 1921 

















YOUR CHANCE FOR SUCCESS 


will be best—when you have ‘behind you a Com- 
pany so officered and organized that it assures 
active, intelligent and continuous cooperation in 
both the little and the big things that go to make 
success possible: 


—when you have the best possible ‘working 
tools’’, complete coverage policies; simplified and 
freed of restrictions, and when you are associated 
with an experienced management that has under- 
standing and sympathy for your problems; that 
stays with you and helps you work them out. 


In six of the BEST and most solidly prosperous 
states of the Union you can connect with a Com- 
pany that supplies these tools and gives you this 
backing. 


Write TODAY to 


NATIONAL FIDELITY LIFE 


INS. CO. 


SIOUX CITY, U. S. A. 







Okla. — Texas 





Iowa — Neb. — So. Dak. — Minn. — 





‘ 





BY JOHN 














American Life 
Reinsurance Company 


DALLAS, TEXAS 


Member American Life Convention 
Serving Old Line Companies Only 


First-class Cases for Large Amounts Approved 
Day Received 


Full Coverage Life—Disability 


REINSURANCE ONLY 


FRED D. STRUDELL, Secretary 





Double Indemnity 


A. C. BIGGER, President 








ARE YOU THE MAN? 


A liberal General Agent’s contract for the state of South 
Dakota with a progressive Northwestern Life Company. 
A first-class opening for an aggressive man of integrity and 
ability. 





Address 82-Z, The National Underwriter 
Chicago, Illinois 

















taxation against life insurance by 

Henry Moir, published in a recent is- 
sue of THE NATIONAL UNDERWRITER, this 
statement, “When the insurance be- 
comes payable, an inheritance tax is 
imposed—both state and federal. This 
applies principally to large amounts and 
large assets. There is a federal exemp- 
tion to the extent of $40,000 of insur- 
ance when payable to a named bene- 
ficiary.” 


| NOTICE in the valuable article on 


: ee 


I hope I may not seem presumptuous 
in saying that Mr. Moir in this state- 
ment is at least inaccurate. I have 
found so much confusion in the minds 
of underwriters as to life insurance as 
affected by inheritance taxation, that I 
see a real danger of adding to inaccu- 
rate understanding through any state- 
ment of so eminent, an authority. 


In some states life insurance payable 
to an individual beneficiary may be 
taxed, under the state inheritance tax 
law, but it is not so taxed in most 
states; certainly not in Illinois, whose 
law I habitually assert to be typical. 
Of course life insurance payable to the 
executors or administrators of the in- 
sured would be received by the estate 
and be taxable generally as any other 
asset of the insured’s estate. Not so 
with life insurance payable, say to a 
wife or children. It never can be di- 
verted to the estate after it becomes a 
claim. It is not an inheritance and can- 
not be taxed as such. The well-known 
decisions in Massachusetts some eight 
years ago settled that. 

x * * 

Now as to the federal estate tax. The 
federal estate tax does not even attempt 
to tax the insurance fund when paid to 
an individual beneficiary, a “named 
beneficiary,” to,use Mr. Moir’s phrase. 
What the law attempts to do is to in- 
clude all life insurance in excess of $40,- 
000, payable to beneficiaries other than 
the executors and administrators of the 
insured, as part of the insured’s estate 
for the purpose of the estate tax, pro- 
vided the insurance was “taken out” by 
the insured. Of course, as in the case 
of the state inheritance tax, if the es- 
tate receives the insurance fund it is 
taxable under the federal estate tax like 
any other asset of the insured’s estate. 

* * * 


Now no one claims that by any 
process of law the proceeds of a policy 
payable to an individual beneficiary, to 
a wife or a child for example, could be 
taken into the insured’s estate. The title 
to its fund rests under the policy con- 
tract. The federal estate tax is imposed 
on the theory of transfer, but the tax 
is levied not against the fund at all but 
against the estate of one that never had 
title to the fund, notwithstanding such 
an one was the insured. 

+ oe 

The estate tax does much more than 
tax the fund; it taxes the insured’s es- 
tate as if enhanced by the fund. If the 
fund only be ever taxed, it must be uni- 
formly taxed, for as Mr. Moir says, the 
first canon of taxation is equity, what 
I would rather say is equality. A trans- 
fer tax against the fund or based on the 
fund alone, would not include one par- 
ticular policy of $100,000 as if part of a 
million-dollar estate, and tax the estate 
as if enhanced by $100,000, and so im- 
posing an additional levy of $25,000 
against such estate. It would not leave 
another policy of $100,000 on an insured 
dying without any other estate, so that 
such estate could be probated on the 
theory of ownership of the $100,000 pol- 
icy which it does not own at all, and 
then taxing the estate on $10,000 at the 
most. Such tax would be only $100. 

* * * 


To make this clearer, a man may be 
supposed to die with no property but 
with a $100,000 policy payable to his 
wife. In that event there would be no 
general property on which to base an 


COMMENT ON HENRY MOIR’S PAPER 
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application for letters of administration. 

however, an administration were 
granted, the federal estate exemption 
would be $50,000 general exemption and 
$40,000 insurance exemption. Hence 
the estate taxable would be the balance 
of the $100,000 policy after costs of ad- 
ministration were deducted. The tax 
on that balance would be only 1 per- 
cent. 

I insist, and have always insisted, 
that the federal estate tax law as it at- 
tempts to reach any life insurance not 
payable to the insured’s executors and 
administrators is ultra vires. Taxation 
must always be based on property own- 
ership, even when viewed as an impost 
or transfer of title. So the federal es- 
tate tax law taxes the wrong property 
when it attempts to enhance an in- 
sured’s estate by what such estate does 
not own. 

* 7 ~ 

I think it valuable not to add to con- 
fusion of thought as to the technical 
questions underlying life insurance as 
affected by the federal estate tax. The 
meaning of the department ruling as to 
“taken out” I have many time explained. 
Just now I am receiving letters from 
underwriters in scattered parts of the 
country asking how to write policies so 
that the insured shall not pay nor be 
chargeable with the premium, because 
the department ruling contemplates 
that “taking out” is to be tested by 
whether or not the insured paid the pre- 
mium. The most palpable tendency of 
underwriters is to confuse inheritance 
taxation and income taxation. My prac- 
tice shows this to be not only persistent 
but rather increasing. 


* * * 


I always eagerly read whatever Mr. 
Moir writes. I regard his many elucida- 
tions of technical questions, his com- 
prehensive grasp of life insurance not 
only actuarily but from an soomemite 
basis of scholarship, as masterly. So I 
hope I may be pardoned in writing this, 
in my zeal for accurate understanding 
of the technical questions brought to 
the business of underwriting by the in- 
creasing need of life insurance to relieve 
against “death duties” and other forms 
of involuntary property liability, of 
“hidden liability” as I like to call it. 
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Issued In Force 
Natl. Life & Acc..$ 169,900 $ 165,900 
National Life, Vt. 1,053,063 4,753,371 
Nat. Life, U. S. A. 1,100,184 5,405,926 


New Eng. Mutual. 1,438,495 4,191,453 


New York Life.... 6,567,676 31,303,870 
N. Amer., Til...... 911,300 3,187,6 
N. Amer., Neb..... 669.500 1,890,176 


Northwest. Mutual 7,343,392 33,580,353 


Bankers Agents at La Crosse 


At the convention of the Bankers 
Life agents of the LaCrosse, Wis., dis- 
trict, which included also a school of 
instruction, held on Saturday, President 
George Kuhns was the principal 
speaker. A banquet was given in the 
evening, followed by a dancing party. 

Mr. Kuhns’ topic was “Prosperity.” 
Among the points he made was that 
prohibition was saving the country bil- 
lions annually at present, whereas after 
the civil war drink became an increas- 
ing menace. The present after-the-war 
situation in this country, he also stated, 
was entirely different and much more 
promising, than that of after the civil 
war. At that time the United States 
owed every other nation, and now the 





tables are turned. 
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ANTICIPATE BIG ATTENDANCE 


Finishing Touches Are Being Put on 
the Program of the Northwest 
Life Congress 


MADISON, WIS., May 18.—A. C. 
Larson, Wisconsin manager of the 
Central Life of lowa and president of 
the Northwest Congress, announces 
that considerable progress has been 
made in the formation of the program 
for the annual meeting to be held in 
Madison, July 1-2. In addition to the 
speakers already announced, Miss Edith 
Brant, who is with the Equitable Life 


of New York at Minneapolis, will speak | 


on “The Saleswoman” and O. E. Seiler, 
a graduate student of Carnegie Tech, 
who is manager of the Phoenix Mutual 
Life at Minneapolis, will give a talk. A 
number of excellent addresses will be 
given and an attendance of about 1,000 
is expected. 

The Northwest Congress is composed 
of the members of 26 local underwriters’ 
associations located in six states. Every 
effort is being made to bring out a rec- 
ord-breaking attendance. 

Will Hold Group Meetings 


Officials of the Northwest Congress 
are interesting companies in the idea of 
holding local group meetings just pre- 
ceding the Congress so that the men 


know their names in Madison for the 
Northwest Sales Convention. The 
Northwestern Mutual of Milwaukee 


will hold a group meeting of three of its 
general agents just prior to the opening 
of the Northwest Congress as will the 
Great Northern Life’ of Wausau. Other 
companies are considering similar meet- 
ings and gatherings of this kind will 











H. B. HILL, President 





Service to Policy Holders 


Live Up-to-Date Policies 


help to swell the attendance at the big 
meeting on July 1-2. 

President Larson was in Chicago last 
week in conference with some of the 
life men of that city regarding the pro- 
gram of the annual meeting of 
Northwest Congress. Mr. Larson now 
has the program very nearly completed. 
He will have life insurance treated from 
various aspects. President 
Thorp of the National association has 
promised to be present and will speak 


twice during the two days’ convention. | 


Charles W. Scovel of Pittsburgh, asso- 
ciate manager of the Northwestern Mu- 
tual, will be present and speak. 
dent Larson will take up with the 
Wisconsin life companies the opportu- 


nity of having their agents in Wisconsin | 


He has secured 
which to hold 


attend this conference. 
a downtown theatre in 
the sessions. 


Campaign to Reduce Lapses 


The Guardian Life has started a cam- 
paign for the reduction of lapses. The 
agents are all urged.to fight against the 
general tendency towards the lapsing 
of policies, especially during the present 
conditions. The agency which makes 
the best record in renewals of policies 
written in the last two years to be 
rewarded with a silk banner. 


is 


Massachusetts Savings Bank Plan 

Some 200 persons associated with sav- 
ings bank life insurance in Massachu- 
setts held a dinner conference in Boston 
last 
progress of the work. of 
savings and bank life insurance reported 
an increase of $4,000,000 of business in 
force during the past two years “Over 
the counter” business the past year had 
represented applications from 118 cities 
and towns in the state. Death claims 
for the past six months have been $18,- 
176, as compared with $47,322 during the 
same period a year ago, and $51,337 two 
years ago, mentioned an indication 
the public was recovering from the epi- 
demic of two years ago 


Commissioner 


as 


the | 


| Chicago Company Being Operated in|). 


Orville | 


Presi- | 


PEOPLES 


NOW GETTING GOOD BUSINESS 


Conjunction With the Coopera- 
tive Society of America 





| 


| capital stock was purchased by the Co- 


LIFE METHOD | *<c® president 


The Peoples Life of Chicago, whose | 


operative Society of America in Jan- | 
uary, is now showing many signs of 
| activity. The Cooperative Society of 


America is establishing grocery stores 
in various sections. The Peoples Life 
building, as already announced, has 
also been taken over by the Cooperative 
Society and its main office on the 
same floor with that of the 
Life. The Peoples Life and the 
operative Society are working in har- 
mony and in conjunction with one 
another. The life insurance department 
is soliciting insurance from members of 
i The life insur- 


1s 


the Cooperative Society. 
ance end and the cooperative end fur- 
nish each other prospects. President 


Nelson of the Peoples states that when 
| the announcement was made as to the 
purchase of the Peoples Life the organ- 
zers of the Cooperative Society were 
in session in Electrical Workers hall in 
Chicago and those present applied for 


nsurance amounting to $1,000,000, 


week and listened to reports on the , 


Has a Big Lot of Prospects 


The Peoples Life has about $5,000, 
000 in force and has 13,000 policyhold- 
ers. The Cooperative Society has 75,000 
members. It is planned to visit every 
member of the Cooperative Society and 
place the life insurance plan before him 
Mr. Nelson states that the Peoples Life 
is paying 50 percent commissions and 
it expects to write this vear something 
like $12,000,000. Elon A. Nelson has 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents 


Trust by the Insurance Department of the State 


Ordinary Life 


A few good openings for good live producers in Illinois. 


G. C. ROCKWOOD, Vice-Pres. 


| where 


Peoples | 


Co- | 


9 


of the Peoples Life for 
many years and will continue in that 
office. A. Wright Hoy, who is the right 


| hand man of President Harrison Par- 


ker of the Cooperative Society, is secre- 
tary and treasurer of the Peoples Life. 
Walter H. Eckert, general counsel for 
Cooperative Societies, is general 
counsel of the Peoples Life. All the 
profits made in the transactions of the 
Peoples Life will go to the Cooperative 
Society. 


Kansas Question as to Deposits 


The Kansas insurance department 
has a new problem under consideration 
under the reciprocity law of that state. 
It is whether or not it should require 

of reserves in other states 
the company wants to enter 
Kansas. A Pennsylvania life company 
wants to enter the Kansas field. The 
Kansas law requires certain deposits to 
be made with the insurance department 


deposits 


; and in Pennsylvania it is required that 


| than 


when a Kansas company desires to en- 
ter that state it must maintain reserves 
with the Kansas department to protect 
Pennsylvania policyholders 

It was held some years ago that Kan 
sas could not compel the companies to 


maintain any reserves in Kansas, ex- 
cept the local companies. It has also 
been held that Kansas could refuse to 


admit any companies from states which 
required greater restrictions or deposits 
in Kansas of the 


were required 
same class of companies 
The question has been submitted to 
the attorney general and the company 


has also been requested to submit briefs 
on the question final action 
taken 


before is 


The Bankers Life of Iowa broke an- 
other record in the month of April when 
the total paid-for production was $10,- 
163,565 This is the first time in the 
history of the company the paid-for 
business has reached the ten million dol- 
lar mark for a single month 





Mutual Life of Illinois 


Service to the Public 


Operates under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 


Limited Payment and Endowments 


Correspondence Invited 


DR. J. R. NEAL, Sec. 
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New Methods for Changed Times 


Cleaning up along the line of least 
resistance is ordinarily good business 
but it usually seems to have a bother- 
some aftermath. 

During the war millions of dollars of 
group insurance was sold as a means 
of retaining employes. No good group 
solicitor intentionally made that the big 
feature of his selling talk. But when he 
met the employer he recited that ad- 
vantage of a group policy along with 
the other advantages. That aroused the 
employer’s interest. He wanted more 
facts and more theory on the operation 
of group insurance in this direction. It 
was given. And when the sale was com- 
pleted that advantage was in the mind 
of the buyer, the chief purpose for the 
insurance. 

Gradually, and in many cases uncon- 
sciously, the solicitor became expert in 
selling on this point. Then came relief 
in the labor market and a slowing down 
in group production. There was no 
serious slump but a sufficient slacken- 
ing to arouse group men to a realization 
of the situation. Some of a panicky turn 
of mind feared heavy cancellations. 
Their fears were unfounded. The busi- 
ness continued in fine shape. Old poli- 
cies did not grow as group policies nor- 
mally increase in amount, because there 
ceased to be additional employes added 


to these groups. But the master poli- 
cies, with a few exceptions, remained in 
force and the increases in insurance on 
old employes made up for reductions 
through the decreases in the number of 
employes. 

The optimistic solicitors immediately 
reformed their selling talks on group 
and are gradually securing recognition 
of the sounder reasons for group in- 
surance. They have found employers 
educated to the idea that was stressed 
in the days of inflation but they are 
overcoming this handicap and group in- 
surance promises to show good totals 
for 1921. ‘ 

Employers class group insurance 
with profit-sharing systems, housing 
measures, safety work, employes’ clubs, 
employes’ magazines, educational courses, 
cost price restaurants and other forms 
of welfare work. During the war em- 
ployers went in heavily for anything 
and everything along this line and 
learned much about such activities and 
their value. Many of the schemes were 
found expensive, resultless and odious. 
Group insurance seems to have meas- 
ured up to all expectations and exceeded 
them in many cases. Group insurance 
appears to have stood the test of defla- 
tion and established itself as sound eco- 
nomically and socially. 


Present Presents Opportunity 


Deploring the inability of insurance 
salesmen to sell annuities is an indoor 
sport which executives of companies is- 
suing annuities indulge in occasionally. 
They know that annuities are favored 
more abroad than in America and they 
wonder why, when they also know that 
the American agent has made America 
the best insured country, lifewise, in the 
world. They wonder why the same men 
who have done such a big job with life 
policies cannot or do not do the same 
big things with annuities. 

Sometimes the deplorers overlook 
the fact that the old age endowments 
with installment settlements are really 
combinations of insurance and annui- 
ties and that every monthly income 
policy with a continuous installment 
provision is an annuity as well as an 
insurance policy. 

But these forms are not as popular 
as they would be if people were better 
educated along annuity lines. The peo- 
ple lacking information include insur- 
ance agents. 

One reason for the meagreness of 
annuity business may be found in the 
fact that the insurance agent is accus- 


tomed to selling something on the in- 
stallment basis—every life policy ex- 
cept the single premium forms is an 
installment payment proposition—while 
annuities call for the procurement of 
big sums in single amounts. 

This should be an ideal period for the 
pushing of annuities. People with 
money, and only people with money are 
prospects for single premium annuities, 
have learned that government bonds do 
go below par, that securities once con- 
sidered the most stable can become 
very unstable, that the best industrials 
suspend dividends and that few indi- 
vidual investors can secure an average 
on their investments. An annuity never 
goes below par, it always remains a 
safe security and it never suspends pay- 
ments. It is the product of diversified 
investments. And from a standpoint of 
return an annuity is highly desirable 
where the annuitant is not anxious to 
leave the principal to a family. 


If you have a man working for you 
who is not fired with enthusiasm over 
his job, then promptiy fire him with 
enthusiasm from his job. 
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The rise of J. H. Rowe of the Bank- 
ers Life of Iowa, almost deserves 
classification with the list of “from office 
boy to star salesman.” Mr. Rowe 
started in the life insurance business 
eight months ago as assistant to De 
Forest Bowman, general manager of the 
Chicago agency. For five months his 
job involved a tremendous amount of 
detail and long hours of arduous labor 
in connection with circularizing lists, 
cards, returns and reports. He was in 
Mr. Bowman’s office and heard nothing 
but life insurance all day. 

While he took care of his regular 
work, he lost no opportunity for listen- 
ing. He heard Mr. Bowman explain 
how to handle difficult cases, give ad- 
vice to the salesmen and handle specific 
cases out of the ordinary. Imbued with 
enthusiasm for the proposition of life 
insurance salesmanship and trained with 
an unusually complete course in sales- 
manship in Mr. Bowman’s office, he 
went into the field for himself. After 
three months outside of the office he 
had written $200,000 and paid for $100,- 
000 of life insurance, and says he is 
just now getting started. 


Dr. Wilmer F. Christian, general 
agent of the Equitable Life of Iowa at 
Indianapolis, and his wife have pre- 
sented the city of Indianapolis with a 
beautiful’ wooded tract of ground of 
something over forty acres lying just at 
the edge of a rapidly developing sec- 
ton of the city for park purposes. This 
eft is made as a memorial to Dr. 
Christian’s mother and is a part of the 
old farm homestead which has been in 
the Christian family for several genera- 
tions. A little stream runs through the 
tract and with a large grove of fine 
forest trees makes an ideal site for a 
park. The city has purchased from 
other Christian heirs an adjoining 26 
acres, which will be included in the 
park. Dr. Christian has received many 
evidences of the appreciation in which 
his gift is held by citizens of the city. 


A story was afloat in Dallas this 
week that Orville Thorp of that city, 
Texas manager of the Kansas City Life 
and president of the National Associa- 
tion of Life Underwriters, had been 
offered a million dollar job with a big 
life insurance company. This excited 
wide attention and the Dallas papers 
telegraphed hither and yon endeavor- 
ing to locate the company that was 


about to pay out a cold million dollars | 


to the big Texas manager. No one 
so far has heard of a million dollar job 
in connection with life insurance. It 
is stated that the highest priced presi- 
dent now receives $75,000 a_ year. 
Whether Mr. Thorp has been offered a 
big job is not known. At least he got 
a lot of publicity down in his section 
because of this proposed offer. 


A rose shower marked the birthday 
of Arthur F. Hall, manager and first 
vice-president of the Lincoln National 
Life on May 10. Directors of the com- 
pany presented Mr. Hall with a large 
bouquet of Premier roses as an expres- 
sion of their admiration. Agents at- 
tached a card bearing a word of greet- 
ing and a rose imprint to all applications 
which reached the home office on Mr. 
Hall’s birthday. Hundreds of the rose 
cards were placed on Mr. Hall’s desk. 


George Graham, vice-president of the 
Central States Life of St. Louis, is a 
strong advocate of the double indemnity 
and total disability clauses, and ex- 
presses the belief that the psychological 
effect of these clauses has had a great 
deal to do with the rapid strides made 
by the life insurance business in the 
last few years. He says that a man 
will concede that he may become dis- 
abled or killed outright by an accident 
where he would never admit to himself 
that death from natural causes was 
near. Mr. Graham believes that the 
fear of law suits growing out of the dis- 


ability clauses has been considerably 
exaggerated. 

As regards the life insurance outlook 
for 1921, Mr. Graham looks for con- 
siderable cancelling of policies where 
full loan value has been taken on the 
policy ,and also on group insurance 
where strikes have been called and the 
men have responded in spite of their 
group insurance coverage. 


George F. Limback, assistant secre- 
tary of the West Coast Life, is the first 
member of that organization to attain 
the distinction of becoming a First Class 
Pioneer, the result of 15 years of serv- 
ice with the company. He was pre- 
sented with a diamond-studded medal 
in honor of the event. 

Miles Scheaffer, who resigned re- 
cently as insurance commissioner of 
Indiana, has resumed his association 
with Frank J. Haight of Indianapolis, 
consulting actuary, which connection he 
had severed four years ago to enter the 
Indiana insurance department. While 
Mr. Haight’s organization now com- 
prises a large staff, Mr. Scheaffer was 
the first man employed by Mr. Haight 
after he opened an independent office. 


Bert S. Berry, agent for the Travel- 
ers at Hutchinson, Kan., last year wrote 
$500,000 of life insurance within six 
blocks of his office. In common with 
other life insurance men in that section, 
in which the agricultural interests pre- 
dominate, Mr. Berry used to spend 
much of his time traveling around 
through the country, but says that he 
found the competition there more severe 
than on city business and discovered 
that he could accomplish greater re- 
sults by concentrating on a limited ter- 
ritory, in spite of the comparatively 
small size of the city, and roll up a 
greater volume of business by selling 
larger policies to city residents. 

Miss Mabel Stone and Miss Helen 
Summy, who have recently opened a 
local agency at Kansas City under the 
firm name of Stone & Summy, with 
offices in the Republic building, are 
——- up a unique organization, in 
that only women will be employed in all 
| departments. The firm also maintains 
|an office at St. Joseph, Mo., in the 
Corby-Forsee building. It has become 
| actively affiliated with the local ex- 
| changes in both cities and is making an 
active drive for business in fire, life and 
| casualty lines. It will represent the 
Equitable of New York for life insur- 
ance. Miss Stone and Miss Summy are 
both experienced insurance women and 
the results experienced so far in con- 
nection with their new venture give 
| every indication of success for it. 





E. Leon Porter, secretary and actu- 
ary of the Volunteer State Life of Chat- 
tanooga, Tenn., announces that his sons 
are three of a kind, and will beat any- 
body’s pair. The youngest of these 
Fletcher Smith Porter, arrived May 11, 
and has been given the name of his two 
grandfathers. 

C. C. Blevins, superintendent of 
agents for the Bankers Life of Des 
Moines. is in demand as a speaker in 
cities of the west coast, where he is now 
putting new inspiration into the Bank- 
ers Life field force. 

In Portland he was invited to deliver 
a talk on direct-by-mail advertising. In 
Tacoma he told the Shriners of that 
city about plans for the national con- 
clave to be held in Des Moines next 
month. In Seattle he gave a talk on 
insurance salesmanship to a class in 
life insurance at the State University. 
He is now in Spokane and is also in 
demand as a speaker in that city. 


“SALESMEN should always remember to 
insist that ‘it’s always the unexpected that 
happens.’” 
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Prospects Necessary; 
Talk ‘‘Company’’ Last 


H. H. Steiner, superintendent of 
agents for the Connecticut Mutual, told 
the Illinois agents of his company at a 
recent meeting that there is no reason 
why they should think it impossible to 
write a larger volume of business at 
this time. The important thing now, 
he said, is to exercise care in the selec- 
tion of prospects so that those who 
really need life insurance and are able 
to buy it are solicited. Mr. Steiner 
pointed out that in the hard times of 
1893, 1907 and 1913 life insurance pro- 
duction did not fall off. 

At the present time, Mr. Steiner said, 
there are too many agents talking com- 
pany in the first part of the interview. 
A prospect is not interested in the agent’s 
company but he is interested in himself. 
Therefore he should be sold from the 
human interest standpoint by talking 
the need of life insurance as fitted to 
his particular case. After he is sold on 
the idea of life insurance, he said, then 
it is time to talk about company. Mr. 
Steiner warned against knocking a com- 
petitor. He said that an agent will 
write more business if he refrains from 
giving any detrimental information on 
his competitor. 

Many agents overestimate the im- 
portance of cost in selling life insur- 
ance, Mr. Steiner said. Many cases are 
lost through quoting a rate book in the 
early part of the interview. The agent 
should first strive to inculcate the desire 
to buy, because when the prospect 
wants the insurance he will usually find 
a way of getting it, regardless of the 
cost. Talking cost, he said, sets up a 
harrier which provides the prospect 
with many arguments he would not 
have brought up had the matter of cost 
been left until later in the interview. 
Mr. Steiner said that if the prospect in- 
sists on talking cost, he should be 
quoted the cost in a general way, just as 
a bank would do were he to inquire how 
much a loan would cost him. 


Another of the series of educational 
conferences that the Equitable Life of 
New York has been holding for its 
agency force recently, is being held at 
Boston this week Among home officials 
present are Vice-presidents Ww. J. 
Graham, F. H. Davis, Dr. John A, Stev- 
enson, Secretary W. A. Alexander and 


by conferences in New York city, at 
Philadelphia and possibly Pittsburgh. 





Increase your knowledge, confidence 
and speed, and you'll increase your busi- 
ness. 





WONDER WORKER OF THE 
AGES 
Smile—every time you get the 
chance—it’s the smile that 

wins. 

Smile—if you’re thin—laugh if 
you’re fat. If you are 
neither—just grin. 

Smile—at hard luck—the fates 
may think you like it and 
quit. 

Smile—and never let the sun set 
on your troubles—set on 
them yourself. 

Smile—at the past and you can 
grin at the future. 
Smile—while you’re awake and 

you'll laugh in your sleep. 

Smile—when you fail and you'll 
die laughing at your suc- 
cess. 

Smile—when you’re mad—and try 
to frown when you're 

_ _ happy. 

Smile—at a dime and it will look 

_ . like a dollar. 

Smile—every time you think of 
it and you'll soon get the 
habit. 

—Reliance Life Bulletin. 
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Sub-Standard Insurance 


Is Not an Experiment 
With [he Lincoln Life 


For almost ten years The Lincoln Na- 
tional Life Insurance Company has been 
writing sub-standard business and has 
many millions of it in force. 


The mortality ratio of The Lincoln Life for these 
years has been less than 45% of the expected, ex- 
cluding the influenza epidemic. 


This low mortality record over a period of years 
indicates that the sub-standard risks have been sci- 
entifically rated. 


By reason of our sub-standard department we are 
enabled to issue policies on 99% of all applications 
submitted. In so doing at no unsafe risk to our- 
selves we are rendering avery valuable service to 
the insuring public and to our agents — a service 
unequalled elsewhere. 


A large amount of sub-standard business is being 
put in force every month by The Lincoln Life with 
benefit to the Company and with profit to those 
who— 
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The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


a Lincoln Life Building, Fort Wayne, Indiana 





Now More Than $170,000,000 in Force 
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VALUE OF TOTAL DISABILITY CLAUSE 


Carnegie Tech Student Defends Present Contract 





ee 


BY L. K. TOOKER 


Connecticut Mutual Life 


manent disability agreement was 

issued, there have been many 
articles printed in insurance magazines 
in which its value, or possible lack of 
value, has been freely discussed. How- 
ever, the majority of writers have taken 
the negative side of the question, despite 
the fact that at this time the number 
of companies not issuing such an agree- 
ment are few and far between. 

With the great majority of companies 
writing the agreement, it would seem 
logical to expect some public expres- 
sion of the reasons why they sell it 
through the same medium. 

As a firm believer in its value, the 
writer has undertaken to tell why he 
sells it, and will continue to sell it, as 
long as he is in a position so to do. He 
also hopes that the article may be the 
means of creating more discussion from 
those who sell it, and, therefore, should 
believe in it. 


Fy nar since the first total and per- 


Evolution of Life Insurance 


Let us go back and consider the evolu- 
tion of life insurance. First, we have 
the contracts issued before 1850, with 
all the many restrictions as to the way 
a man must die; no cash or loan values. 
It would indeed be foolish to try to 
compare them with the present liberal 
policy contracts now in use. Second, 
we have the old method of writing busi- 
ness on the half note plan, with all the 
attending dangers to the insured mem- 
bers, as was later proven out. Third, 
came the wave of failures of life insur- 
ance companies in the ’7@s, starting in 
with 1868. By 1878 71 life companies 
either failed or were reinsured in other 
companies. Fourth, the 30 years of 





tontine speculation, which was ended 
by the Armstrong investigation in 1905. 

Compare those facts with life insur- 
ance as it is today. There is no com- 
parison possible, yet we are able to 
point to the services rendered through 
life insurance, with rightful pride today, 
simply because of those first crude con- 
tracts and methods of doing business. 
It survived all the many trials; the bat- 
tles for its very existence, simply be- 
cause it filled a real need. Crude yet 





serviceable were the old methods, yet | 


the new ones are the old ones simply 
clarified by time and public demand. 


Continued Existence Implies Need 


Does not the very existence of any- 
thing over a period of years imply that 
it fulfills some need? 
need, can it survive the process of 
elimination? Therefore, may we not 


value of the total and permanent dis- 
ability agreement through this same 
process? Will it not prove its value or 
cease to exist, even as life insurance 
has been put to the test and proved its 
right to survive? Who knows but that 
the contract, as it is written today, will 
be as crude, compared with that of the 
future, as is the life insurance policy of 
1885 crude, when compared with the 
policy of today? 

Today, we find the process of better- 


If there is no} 


| sees the J 
look forward to the proving out of the | who, because he sold it, sees hi 


surance due at death or at the end of 
the endowment period, the removal of 
the probationary period, income pay- 
ments beginning one month after the 
filing of the proofs, with payments of 
the premiums and income retroactive 
where some delay in deciding the claim 
occurs; changing the “specified disabil- 
ity clause,” to read the loss of the use 
of both hands or both feet, or one hand 
and one foot, instead of the old require- 
ment of complete severance. 


Who Can Pass on Its Value? 


There also arises the question as to 
who is actually competent to render an 
opinion relative to the value of the pro- 
tection afforded by the present total 
and permanent disability agreements. 
Actually there are, I believe, very few 
who are justified to render any negative 
statements as to its value. Do not the 
following classes eliminate the right of 
theroists to pass upon its value and 
nullify all their former statements 


| against its use? 


1.—The agent who, having sold the 
agreement in connection with his life 
insurance program for some man, later 
agreement come into effect; 
client 





getting a monthly income, with his de- | 
pendents protected against the loss of | 


this income, should he die, 
that even if he lives for many years 
that man and his family will still have 
the protection which the assured sup- 
plied while living. That agent is com- 


| petent to judge the value of the total 


ment functioning in the case of the | 
permanent and total disability agree- 
ment. The most outstanding improve- 


ments are the elimination by some com- 
panies of the requirement 


that the | 


disability be total and permanent for life. | 


the payment of a life income, no income 
payments to reduce the amount of in- 


and permanent disability agreement. 
Who could convince him that it had 
no value to the insuring public? 
2—The man who is being provided 
for as above because he possessed the 
agreement. 
render true judgment as to its value. I 


knowing | 


He, too, is in a position to | 


defy anyone to convince him that it has | 


no value. 
3—The man who is. totally 
permanently disabled, and did not have 


| many 


and | 
| burden to his wife, children or the com- 


‘this protection added to his life insur- ! 


ance, is another man competent to pass 
an opinion on its value. Explain just 
what he would have received had he 
had it, and get his opinion on its value. 
Talk to the wife or children that, in 
many cases, are forced to change their 
whole scale of living, oftentimes being 
forced to go out and work, in order to 
provide for the husband and father who, 
because of a twist of fate, cannot even 
provide for himself, let alone those who 
based all their future hopes on the con- 
tinuation of his earning power. 


Why Not Complete the Job? 


If we are to provide against the com- 
plete loss of a man’s ability to earn 
money through the causes of old age, 
or death, why not complete the job, why 
not take care of him when he is worse 
off than dead, because, in addition to 
having lost his ability to earn money, he 
is a burden to some one. 

Statistics show that the probabilities 
of total and permanent disability are 
quite small. However, the cost of the 
protection is also in proportion; it is 
within reach of every man carrying life 
insurance. It is granted that the major- 
ity of men will never need the protec- 
tion, that the law of average is all in 
their favor. However, the law of aver- 
age means nothing to the man hit. The 
fact that he may have had only one 
chance in a million of being totally and 
permanently disabled would buy him 
nothing. Neither would it serve to con- 
vince him that he never had any need 
for it. 

It is obvious that the total and perma- 
nent disability agreement as a whole 
provides for a genuine need in the field 
of insuring a man’s earning power, his 
ability to earn money; in preserving his 
economic value to his family and the 
society at large. By its use we can 
prevent a man from becoming a dead 
loss to everyone, and in addition in 
cases create of him a self-sus- 
taining member of society, instead of a 


munity in which he lives. 
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TWENTY-ONE MILLION DOLLARS IN SECURITIES 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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NEWS OF LOCAL ASSOCIATIONS 








NOLLEN COLUMBUS SPEAKER 


President of Equitable of Iowa Gives 
Optimistic Talk to Life Under- 
writers There 


COLUMBUS, O., May 18.—‘Cling to 
your high ideals and work hard,” was 
the advice given to the members of the 
Columbus Life Underwriters’ Associa- 
tion at its meeting this week by H. S. 
Nollen, president of the Equitable Life 
of Iowa. President Nollen said that so 
closely allied to the needs of today is 
life insurance that it is making a sub- 
stantial growth, even though some lines 
of business are practically at a stand- 
still. 

Several women agents were present 
and they were especially congratulated 
by Mr. Nollen on the good work they 
are doing. He gave it as his opinion 
that there would be a decided increase 
in the number of women who will take 
up life insurance within the next few 
years. He said their entrance into the 





who represent the Atlantic Life in that 
state. She was formerly an agent for 
the company in Richmond. 

BS * ok 

Dallas, Tex—The North Texas Associa- 
tion has opened up a drive for members 
and expects to increase its membership 
to 750 before July 1, according to Secre- 
tary James B. Harris. The membership 
is now 500. The annual election will be 
held at the July meeting and at that 
time the association intends to have the 
biggest membership in the country to 
offer the new officials when they begin 
their work. 

“We are going after the membership 
trophy,” said Secretary Harris. “Right 
now we are lining up the renewals. We 
never let a member quit once we get 
him, and we make the work of the asso- 
ciation so attractive and instructive that 
he never wants to quit. We will soon 
have all old members renewed and then 
we are going after 250 new ones. When 
this association sets a mark it usually 
reaches it and there is no question that 
we are going to get the 250 new mem- 
bers in this section.” 

Mr. Harris said that the big sales con- 
gress held the first of the year; the fact 
that Texas is behind Orville Thorp in 
his work, and the big get-together meet- 
ing held this month have stimulated in- 


business would have an uplifting influ- 


ence. 


_ Touching on the type of men now be- 
ing attracted to the life insurance busi- 
ness, Mr. Nollen said there was a much 
higher grade of men than ever before. 

“The man who is now making a suc- | 
insurance solicitation is 
the man who believes in giving the very 


cess in life 


best service possible to the policyhold- 


ers, who has an intimate knowledge of 


his company and the benefits to be de- 
rived from the policy he is selling and 
who gives close attention to every detail 
of his business,” said President Nollen. 

“These men are lifting life insurance 
from a business to,a profession—I like 
to call it a profession and I feel certain 
that rapid progress is being made along 
that line,” he added with emphasis. 

Mr. Nollen urged every solicitor to be 
courteous to his competitor. This he 
said was a marked characteristic of the 
present day solicitor of insurance, com- 
pared with the man who worked the 
business several years ago. He said that 
nothing was lost by being fair to your 
competitor, y 


President Nollen said there was an | 


ever widening field for the sale of in- 
surance for the protection of business 


and for the stability of a concern, when | 


one of the partners dies. He urged each 


solicitor to work hard right now, and | 


not to be affected by the pessimistic re- 
ports of men in other lines. He said 
there were men who, when they were 


prosperous, did not take the time to | 


think of the future of their business or 
their families, but now that the pinch 
is on to some extent in finances, they 
begin to give the subject of insurance 
careful attention. Nollen took an opti- 
mistic view of the situation and said 
that men who will work hard will in- 
crease their production. He said he ex- 
pected to see 1921 totals exceed those of 
1920. 

John F. Stone, general agent of the 
Columbus agency of the Equitable, en- 
tertained President Nollen at dinner, 
having all of his agency force present. 
President Nollen gave a heart to heart 
talk on how to present the general sub- 
ject of insurance and the Equitable poli- 
cies in particular. 


* * * 


Chicago—The Chicago association will 
hold its next meeting May 23, The 
speaker will be Manager W. W. William- 
son of the Phoenix Mutual Life, who will 
give an address on “The Standardiza- 
tion Sales Talk.” 

* * * 


Richmond, Va.—Hereafter the monthly 
meetings of the Richmond Association 
will be held the second Friday of each 
month, instead of the second Tuesday as 
heretofore. A change of date was voted 
at the May meeting. President Thomas 
P. Reynolds was authorized to name 
delegates to the national convention. 
The following indicated their intention 
of attending: F. E. Hall, C. T. Thurman, 
Arthur Levy, N. D. Sills and A. O. Swink. 
The resignation of Mrs. I. W. Polhill 
from the membership was accepted. Mrs. 
Polhill has moved to Macon, Ga., joining 
the general agency of Polhill & Williams, 


terest in the association's work to such 
degree that new members are seeking 
admission rather than waiting for the 
association to come for them. 

Mr. Harris intimated that he would not 
accept the place of secretary another 
f exe, but it is possible that it will be 
forced upon him From a discussion of 
the situation with the members of the 
association it seems certain that the or- 
ganization will force the office of presi- 
dent upon Henry Camp Harris. Mr. Har- 
ris, it is understood, would like to pass 


tion of officers the association is going to 
say, “We have a president.” 
* * * 

Cincinnati, 0.—The Cincinnati Associ- 
ation held a special meeting last Thurs- 
day afternoon to hear Cromwell Blower 
of New York present his plans for spe- 


membering prose and poetry, building 
mental backgrounds and analyzing char- 
acter. A special class of insurance men 
will probably be organized to take Mr. 
| Blower's course. The association holds 
its regular meeting this week. 





* 


k 
Paducah, Ky.—At the regular May 
| meeting of the Paducah Association, L. 
D. Massey was elected secretary-treas- 
| urer, succeeding W. E. Ezzell, who re- 
| signed. A luncheon was served prior to 
the meeting. 
x * 3 
| Nashville, Tenn.—At the monthly 
| meeting of the Nashville Association ad- 
| dresses were made by Joel B. Fort, Jr., 
| cashier of the Nashville branch of the 
Federal Reserve Bank, on “Business In- 
surance as It Affects Bank Credit"; Al- 
len B. Clark, Jr., district manager of the 
Mutual Benefit Life, on “Business Insur- 
ance and Its Protection to Banks and 
| Creditors.” Visiting insurance men at- 
tending the meeting were William H. 
| Harrison, assistant superintendent of 
| agencies of the Connecticut Mutual Life, 
| and Stephen Ireland, superintendent of 
| agencies of the State Mutual Life In- 
surance. 
| * a 
San Francisco, Cal.—The next meeting 
of the Life Underwriters Association of 
Northern California, to be held the latter 
part of this month, will be in charge of 
the Western States Life of San Fran- 
cisco. George Fletcher of that company 
is in charge of the affairs of the meet- 
ing and has enlisted President H. J. 
Saunders in making it an event long to 
be remembered by the life underwriters 
in the district. 


Group Contract With Machinists 


The International Association of Ma- 
chinists has completed a plan for insur- 
ing all members with the United Life 
and Accident. The company is negoti- 
ating with six other unions for similar 
policies. 

Vice-President L. K. Passomer of the 
Penn Mutual Life was reelected vice- 
president of Philadelphia Bourse for the 











the office to some other young man, but | 
unless he just absolutely refuses to ac- | 
cept, when the time comes for the elec- | 


cial lectures on remembering names, re- | 





ensuing year at the organization meet- 








ing of the board of directors. 
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lacerporated As 2 Stock Company Under The Laws of the State of Illineis 





Capital, $500,000.00 





Ordinary and Industrial Insurance Issued 
at All Ages From One to Seventy 





ALFRED CLOVER 


General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 
































Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
C} 7 
Contract direct with the 
Company. 
[}- 
Over $125,000,000 of in- 


surance in force. 
—(}-— 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“‘Ageressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 








Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 
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THREE 
RULES: 








The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 














moralized the business. 





qualified. 
To the literal 





For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 


in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 


enforcement of these rules is attributed, 
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j. O. LUAGMAN, President 


International Life & Trust 


offers up-to-date contracts for good men. 


DR. ANDREW JOHNSON, Scerctary 


Company 


Sohrbeck Building 
MOLINE, ILLINOIS 








Assets . . 


MUTUAL TRUST 
LIFE INSURANCE 
COMPANY 


Insurance in force . . . . 


FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary 


Is licensed in Massachusetts and 13 other healthy States 


CAN QUALIFY ANYWHERE 


———NOW ORGANIZING MONTANA AND IDAHO 


A REAL COMPANY for REAL MEN 


Home Office, 30 N. La Salle St., Chicago, II. 


- $70,000,000 
6,000,000 


Term Valuations 


If you want to grow, address 














LIFE AGENCY CHANGES 














Ralph L. Colby 


Ralph L. Colby has become Indiana 
manager of the Franklin Life, with 
headquarters at Indianapolis. He has 
opened offices in 605 Occidental building. 

Mr, Colby is 30 years of age and gained 
his life insurance experience with The 
Franklin Life, having become connected 
with the company’s agency at San An- 
tonio, Texas, in 1913, where he remained 
as a successful producer until January, 
1918. At that time he accepted a posi- 
tion as manager of the life department 
of Cravens & Cage, a large general in- 
surance agency of Houston, covering the 
entire state of Texas. The life company 
represented was the Northwestern Na- 
tional of Minneapolis. 

Mr. Colby built up a very large life 
business for Cravens & Cage and re- 
signed as their manager about Jan. 1 of 
this year. As general agent at Indian- 
apolis his territory comprises some fif- 
teen counties surrounding Indianapolis. 


Grover F. Sexton 


The Security Mutual of Binghamton, 
N. Y., has appointed Maj, Grover F. Sex- 
ton, of the investigation division of the 
War Risk Insurance Bureau, as manager 
of the southern Wisconsin district, with 
headquarters in Milwaukee. Major Sex- 
ton was in the newspaper business for 
many years before entering the army 
and is a versatile man of engaging per- 
sonality. Major Sexton is now in Chi- 
cago, visiting Nathan Feinstein, manager 
of the Chicago agency. 





Life Agency Notes 


Russell Guerard has retired from the 
general agency of E. P. Guerard & Son 
of Charleston, S. Car., representing the 
Penn Mutual, 

Adrian Benjamin has been appointed 
district agent of the Detroit Life at Kal- 
amazoo, Mich. He has had considerable 
experience in selling life insurance. 

The Reserve Loan Life is now repre- 
sented in Chicago by H. E. Austin as 
general agent, 312 East 59th street, and 
Thomas Shields, who makes his head- 
quarters at the Iroquois Club. 

Joseph Duncan, formerly an active life 
insurance man in Kansas and recently in 
the life field in Los Angeles, has returned 
to Topeka and will enter the general 
agency for the National Reserve Life. 

Carrol L. Congres of Grand Rapids, 
Mich., formerly secretary and treasurer 
of the Western Michigan Paige Com- 
pany, has been appointed special agent 
for the Western Michigan life depart- 
ment of the Aetna Life. Mr. Congres has 
been associated with the Merchants Life 
of Des Moines. 

G. Erle Ingram, Eau Claire, Wis., has 
been appointed general agent for the 
Penn Mutual in that city and district, 
covering a good part of northwestern 
Wisconsin. This establishes an addi- 
tional general agency for the company 
in Wisconsin. Mr. Ingram has been writ- 
ing life insurance for eight years. 

Jenkins & Petersen, general agents for 
the Old Colony Life at Davenport, Ia., 
have transferred their business to a 
newly formed corporation to be known 
as the Jenkins & Petersen Company, 
with $25,000 capital. The officers of the 
new companies are: President, J. E. Jen- 
kins; vice-president, D. H. Snoke; secre- 
tary, F. A. Mulford; treasurer, Arthur H. 
Peterson. 








NEWS OF COMPANIES 




















International Life—The company is 
calling attention to the fact that it made 
44 percent gain in total insurance in 
force, 13 percent in total admitted assets, 
28 percent in total premium income, 14 
percent in reserve for policyholders and 
25 percent in surplus to policyholders in 
1920, as against 1919. 

x = 2 

Wisconsin National Life—Reports sub- 
mitted at its annual meeting show the 
assets of the company are now $2,010,916 
and insurance in force about $20,000,000. 
There has also been a good increase in 
the surplus. Dividends have been paid 
on the capital stock since 1915. The 
company does business now in Michigan, 
Tllinois, Indiana and Wisconsin. It has 
nearly 20,000 policyholders and about 
1,400 stockholders. 


H. D. Watson of the Buffalo adjusting 
office of the Travelers and F. M. Lyon 
of the New York adjusting office have 
been called to the home office as claim 
examiners in the life, accident and group 
division. 








YOUR NAME 
HERE 
fase Pencils =. 


Good Will and Bring Results 
Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting 
high-grade Advertisin 

Lead Pencils, printe 

with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 
An “Ad” in the hand is worth 1000 

in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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Go-and-Get-It Spirit Enables “Jimmy” 
Russell of Baltimore to Lead Agency 
That Paid for Six Million Last Year 


BY E. SIMON BANKS 


T was in 1912 that James F. Russell, 
Jr., now one of the star producers of 
the Connecticut Mutual at Baltimore, 
first took a crack at the life insurance 


game. At that time he was working for 
a general insurance agency in Balti- 
more. He went out and managed to 


get seven men to sign their John Han- 
cock on the dotted line. And then they 
were all declined. So when Franklin G. 
Allen, general agent of the Connecticut 
Mutual Life at Baltimore, approached 
him in June, 1914, Jimmy promptly told 
him that every insurable man in Balti- 
more already carried insurance. Where- 
upon Mr. Allen proceeded to show Rus- 
sell that he was wrong. Then James 
Russell became a carrier of the rate 
book. 

For two months he 
policy. But that “say ‘I will’—for you 
know you can” spirit cropped up. One 
bright fall morning he came to the office 
chockful of pep. He was determined 
to make good. He secured nine pros- 
pects that day—and the first six were 
declined. Thesaverage man would have 
quit after having six in a row turned 
down in one day, but not Jimmy. He 
went out and got three more that were 
accepted. 


Led Office That Paid 
for Six Million Last Year 


Perhaps it was that “go-get-it” 
that enabled Jimmy to lead an office 
that paid for $6,000,000 last year. And 
this in spite of the fact that nine-tenths 
of his time is devoted to his duties as a 
supervisor—trainer of new agents. It 
might be mentioned that he is also a 
partner in the Franklin G. Allen agency. 

Russell isn’t a Willard or Dempsey 
in stature. He’s just a slim fellow, a 
trifle below the medium build. But—he 
has that sand and grit and pep and will 
to go-get-it and make good. He is not a 
wonderful orator. But each word he 
says to his prospect is first weighed in 
Jimmy’s mind. Each sentence, each 
phrase, carefully chosen, and when 
Jimmy talks—he says something. 


didn’t write a 





spirit 


is 


Sane Ideas As to How 
Insurance Should Be Sold 


Jimmy has some mighty sane ideas as 


to how life insurance should be sold. 
Here’s his own statement as to how 
he works: 


“See your man first with the idea of 
making an appointment, and getting in- 
formation on which to base a proposi- 
tion 
“On the first occasion (Jimmy claims 
is not an interview) I ordinarily. will 
not talk insurance at ail but will spend a 
few minutes in getting acquainted and 
getting into the prospect’s confidence. 

“I always try to make an appoint- 
ment at my office instead of at the pros- 
pect’s home or office, as I find that in 
getting the man to your office not only 
avoids waste of time due to interrup- 
tions at his office or home, but goes a 
long way towards helping close the busi- 

ess on the first interview. 


Present Exact Proposal 
on the Second Visit 


“On the second occasion or first in- 
terview I have prepared my own mind 
towards the exact proposal I am going 
to make to him, sometimes having a 
few figures jotted down merely for ref- 
erence. The class of the prospect 
alwe ays taken into consideration. 
(W hether he is married or single; how 


it 


is 
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much he will buy; whether he is a busi- 
ness insurance prospect, etc.) 

“In the few opening sentences of the 
second time I see him—if he is a young 
single man—I always inquire of him 
whether he has much trouble saving 
money and after getting his interest 
aroused by making him answer this 
question, I ask him a second one: 

“*How much ought he save or should 
he save by the week, two weeks or 
month?’—whichever way he is paid. 

“To get an answer to this question 
always requires a certain amount of see- 
sawing, but before going on to the next 
move I insist on his committing him- 
self to a certain amount he should save 
and can save. 


Beat Prospect to 
Every Possible Objection 


“From that time on my whole talk is 
indirect—my sole object being to re- 
move every possible objection and to 
beat him to them. After all objections 
have been met and conquered, the pros- 
pect usually says he would like to think 


it over. I have a stock answer for this, 
| namely, that there are only three things 
the gentleman could possibly think 
about. 

“First—Whether he can afford it. I 
then call his attention to the fact that 
in the beginning of the interview he 
had stated that he could and should 
save that much money. 


“Second—Whether it is a good thing 
to do. I cite the number of people who 
carry insurance; the opinion of banks, 
big business men, colleges, the govern- 
ment on their attitude towards life in- 
surance. 


Confidence Is Chief 
Item in Any Purchase 


“Third—Whether this company 
able to live up to its obligations. I 
prove this by citing the assets, liabil- 
ities, etc., of the company. Then I tell 
him that there is not much use for fig- 
uring for any length of time on any- 
thing that is so generally admitted to 
be good, and at the best all he is buying 
is confidence in the man from whom he 
is making his purchase; that when he 
buys a pair of shoes, clothes, house, 
auto or whatnot, that all the thought 
in the world will not eliminate the fact 
that all he buys confidence in the 
other fellow and that he should be able 
to make up his mind right there. 

“During these last remarks I have 
produced an application and proceed to 
ask him the questions on it. When 
is completed, I push my 
pen over to him and with my little 
finger point to the line for his signature 


is 


is 
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Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, 
ability. 
Immediate waiver of future premiums—no waiting until next 

anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


lifelong, conditioned on permanence of dis- 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
National Produce 


Underwriter W ant Ad S Results 


One Inch, One Column wide one time $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins, Exch. 
| Phone Wabash 2704 CHICAGO 
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~ The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
| tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 

The agents of the Farmers National Life wrote 44 per cent 
| more business in April, 1921, than in April, 1920. Figure out 
what that means. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or lowa. Write me— right now. 


John M. Stahl, 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 


President 
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| 3401 Michigan Ave. CHICAGO, ILL. 

















THOMAS J. OWENS, President 


Capital, $200,000 


build « real life insurance company. 





DR. ALBERT SEATON, Vice-President aad Medical Director 


CENTURY LIFE INSURANCE CO 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe i in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red bleed in its veins---that has all the elements of growth and permanency-— 


Tell us where you want to work 


CLAUDE T. TUCK, Secoresary 
Oceidental aoe 
*°9 INDIANAPOLI 


NO ORGANIZATION EXPENSE Surplus, $100,000 
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and request him to sign as his name is 
written above.” 


Chief Objections He 

Has to Contend With 

Mr. Russell was asked what were 
some of the chief objections he had to 
contend with. 

“The main one,” he replied, “is that 
he has all the insurance he can carry; 
more than he can pay for; that he can’t 
afford any more. How do I meet it? I 
don’t. I don’t pay any attention to it. 

“A great many agents make the mis- 
take of wasting a lot of time in trying 
to beat down an objection that doesn’t 
exist. That is a stock answer that 
every man makes in trying to get rid of 
the salesman. I go right ahead, never 
paying any attention to it. 

“Another objection is that the man is 
single and doesn’t see any reason for 
carrying life insurance. I talk to him 
about the disability clause; about pro- 
viding him with an income in his old 
age. The majority of men have parents 
who have been put to a lot of expense in 
educating and bringing him up. A\l- 
though his parents may be in good cir- 
cumstances, I point out that they would 
have been in better circumstances had 
they not been put to the expense of 
bringing the child up and that although 
it may not be a matter of obligation, it 
does show on the son’s part that he has 
the proper spirit and desires to play 
fair.” 

Main Arguments 

Which He Uses 


Jimmy’s main arguments are briefly 
these: 

1. Maximum protection for minimum 
outlay. 

2. And at the same time the return 
in cash of the largest sum of money 
at the time of his life he is most likely 
to need it the most; either he wants to 
retire or is forced to retire from active 
business. 

3. Maximum disability benefits that 
can be obtained, taking the maximum 
protection and old age cash fund into 
consideration. 

“You don’t sell insurance,” concluded 
Jimmy. “You teach the prospect some- 
thing he doesn’t know.” 





Change to Legal Reserve 


The Home Friendly Society of Balti- 
more, one of the largest industrial life, 
health and accident societies of the east, 
has decided to change from an assess- 
ment association to a legal reserve life 
insurance company and to change its 
name to the Home Friendly Insurance 
Company of Baltimore. The statement 
furnished to the Maryland Insurance 
Department shows total liabilities of 
$485,956.93 as a legal reserve and over 
and above this amount the company 
still has admitted assets of $208,712. 
Geo. A. Chase is president, E. C. Chase 
vice-president, and B. L. Talley secre- 
tary. 


Woodmen of the World Rates 


The Nebraska Supreme Court this 
week upheld the right of the sovereign 
camp of the Woodmen of the World of 
Omaha, the largest fraternal in the 
country, to increase its premium rates. 
The issue had been fought through the 
courts to the highest tribunal. The in- 
surgents in the order contested the right 
of the sovereign council to make the 
increase. The increased rate will go into 
effect at once. 


Equitable Changes 


W. L. Blackshear, assistant actuary 
of the Equitable Life of New York, who 
for the last two years has been cashier 
at Pittsburgh, has returned to the home 
office and been placed in charge of the 
annual dividend bureau of the actuary’s 
department. Mervyn Davis, assistant 
actuary, who has been in charge of this 
bureau, will devote his entire time to the 
supervision of statistical work and to 
group insurance underwriting. 


Edwin TT. Rowley, an agent of the 
Northwestern Mutual Life at Bay City, 
Mich., died last week. He was 86 years 
old and was counted the oldest agent in 
the employ of the company. 





Equal and unlimited op- 
portunity for every man, 
is the basis of 


The 


Square 
deal 


Agency Contract 


Find Out About It. 


Nat hvnaly? 
neurance Company 


Home Office, Madison, Wis. 








Agency Co-Operation 


through direct mail advertising is just one of 
the features which give Fidelity field men a dis” 
tinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who re- 
quested information. This service, and its 
original policy contracts, enabled Fidelity to 
show an increase of 28.35 per cent. in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$203,000,000. Faithfully serving insurers 
since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








“SOMETHING 
NEW FOR 
AGENTS” 


—_ 
—_ 


National 
American 
Life 
Insurance 
Company 


=—— —=> 














Burlington, lowa 











MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
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The AYRES IS MADE PRESIDENT 


* 
American Life of Des Moines Elects 
0 um lall New Officers and Changes Board 


of Directors 


* * 
ationa ite Interests connected with the North- | 


ern Assurance have now taken formal | 
control of the American Life of Des | 

Insurance Company Moines. Last week a new board of di- |} 
rectors was elected. Several new mem- | })| 

bers were chosen. Clarence L. Ayres, 
Boston, Massachusetts president of the Northern Assurance, 
was elected president of the American 

Life. Other officers elected were as fol- 


ARTHUR E. CHILDS |) ws; 














Vice-President, Latta, former 
PRESIDENT vice-president American Life; Secre- 
tary, H. A. Bryan, former treasurer | 
and assistant secretary American Life; 





Paid Life Insurance for Treasurer, J. R. Capps, cashier lowa | 
National Bank, Des Moines; General 
Year 1920 over Counsel, William F. Riley, Miller, Par- | ]| 
ker, Riley & Stewart, Des Moines; | 
$35,000,000.00 Medical Director, Dr. Carl Stutzman, | 


Des Moines; and Cashier, M. B. All- | J] 

* . dredge, former cashier American Life. | ]| 

Life Accident and Directors Elected 
? 


The directors elected were as follows: | | 


H | | J. R. Capps, cashier Iowa National 
@a nsurance Sank, Des Moines; M. E. Latta, vice- | }) 
president American Life; H. A. Bryan, | J} 
secretary American Life; William F. 
Low Guaranteed Rates Riley, general counsel, American Life; 
M. O. Roland, secretary Northern As- 
surance; Roy W. Anger, vice-president | }| 


me | The Prudential Insurance 


Company of America 














Forrest F. Dryden Home Office, 
President Newark, N. J. 


Incorporated Under the Laws of the State of New Jereay 


Northern Assurance; P. Trosper, 

| vice-president Northern Assurance; A. 
HOME LIFE L. Sibley, superintendent loan depart- 
INSURANCE CO. ment, Northern Assurance, and C. L. | J) 














NEW YORK Ayres, president Northern Assurance. | ]| 
It is hoped that the two properties 
WM. R. MARSHALL, President may be merged, after the admission of 
o_ the Northern Assurance to the several 
The 60th Annual statement shows admitted states to which the American Life is | LL —_ — —— 





Assets of 37,780,735 and the Insurance in Force now licensed, some time during the 

$185,755,819—a gain for the year 1919 of over early part of July, the consolidation | 

$27,000,000. The insurance effected during the proposed to be made as of June 30th. | 
: While up to the present time Mr. 


year was over $40,000,000, or 63% more than in 


the previous year. The amount paid to policy~ Ayres has purchased only 2,069 of the | 
holders during the year was over $4,388,000. 2,500 shares of capital stock of the 
, American Life, agreement was entered 











W. A. R. BRUEHL & SONS into with the parties holding the con- 
General Managers trolling stock, whereby the minority Ae GEO. GODFREY MOORE, *resseene 
Central and Southern Ohio and Northern Kentucky shares will be purchased at the same oa oa — 
Rooms 601-606 The Fourth Nat. Bank Bldg. price per share as was paid for the 2,069 | 
CINCINNATI, OHIO shares already purchased. 








HOYT W. GALE 
General Manager for Northern Ohio 


229-233 Leader-News Building WITH INDUSTRIAL MEN | | 
CLEVELAND, OHIO 





























New Cleveland Districts 
Two new districts have been opened 
FOUNDED 1865 by the Prudential at Cleveland. Super- | 
* L. Klingbeil, formerly su- 

















e e intendent F ss — 
The Provident Life perintendéent at Lafayette, Ind., has bee 2 
Seanteat @ A. Selene ell ceseute Oo HOME OFFICE TOPEKA KANSAS 


and Trust Company charge of Cleveland No. 1. Superintend- 


ai s ent J. M. MackIntosh, who has been in 

of Philadelphia || vis," favs ine THE BIGGEST POINT 
p district. F. W. Houck has taken charge | 

P of No. 4. He was formerly assistant su- 

( enna.) ——— Bia R nan aye Bye ly 4 = Any life insurance salesman who has “‘been thru the mill” sooner or later 
jae Bagg : realizes that home office executives who have had long experience actually 








in Buffalo No. 2, July 17, 1903, and was . A ° A : . : ° 
“T ook +s row Fence Fame Porn Mi tra Ma > a selling insurance in the field, are best equipped to assist others in selling. 
antamount to a 1905. He was transferred to Buffalo in That is the big point that appeals to those live agents in Kansas who have 
Si ht Draft” 1906. been able to see something more than ‘‘a new company” in THE NATIONAL 
g || RESERVE LIFE, of TOPEKA. 
: Prudential News The President of this unique company has built up a state wide prestige and 
A Provident Lo ng Agent John Sertel of Evansville, Ind., good will thru twenty years of successful insurance experience. 
En : has the honor of leading the agency staff | In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
dowment . 1S not jh agp BSB ay Prudential in pro- of those elements that would most appeal to high grade, enterprising men who 
only payableimmedi- Agent Samuel V. Crawley of Wichita, want to create something of permanent value to themselves. 
] ld the i Kans., is making rapid headway in the | NATIONAL RESERVE LIFE policies were built to sell in competition with 
ately should the in- securing of industrial and ordinary busi- any others. NATIONAL RESERVE L LIFE field cooperation has been designed 
. . . ness. He has a prominent place among | fy th: 
sured die; if he lives the ordinary leaders of Division L. J ew lg e needs of good men rather than to tickle the vanity of home 
. Alfred A. Gunter of Kansas City No. 2, | 
to the maturing date Mo., has been advanced to the position of THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 
ified i th li assistant superintendent of that district. and bound to win. 
spec in the policy William F, Gutwein, who formerly op- It has some unusual “ground floor” opportunities for the right kind of men. 
oul erated as an agent in the Dayton, O., | You'll want one! 
it is tantamount toa district, is promoted to assistant superin- Wee cdennie pattie, & 
. tendent. : 
sight draft. Rumor has it that Agent Raymond F. | GEORGE GODFREY MOORE, President. 


Schmitt of the Pittsburgh No. 4 district | 
—— has decided to “desert” the “Field of | 
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Great Southern Lite 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company’’ 


Has never issued a policy with 


Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills or trimmings) 
Issues only 
Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


Oo. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 

















‘THE FARSEEING AGENT KNOWS 


The demon- 
strated values 











that his 
abilities linked offered your 
wp ih he <a a 
policies of WiFE INSURANCE COMPANY conFIDENCE 
of BOSTON, MASS. 
MUST WIN ALL THE TIME 





Chicago National Lite Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
y with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








District Managers for 


WAN T E Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. Salary and Commission. 


THE GEM CITY LIFE INSURANCE CO. 


OF DAYTON, OHIO 


Bachelors” and will be married during 
the week of June 13. 

There are now four districts in Cleve- 
land, O., in charge of the following: C. 
A. Sullens, superintendent, Cleveland No. 
1; F. L. Klingbeil, superintendent, Cleve- 
land No, 2; J. M. Mackintosh, superin- 
tendent, Cleveland No. 3, and F. W. 
Houck, superintendent, Cleveland No. 4. 

That the results obtained through ef- 
ficient all around good work are never 
overlooked is proven by the recent pro- 
motions of the following named to the 
assistancy ranks of Division Q: Frank R. 
Prall, Salt Lake City, Utah; William H. 
Schwinn, Portland, Oregon; Roy B. 
Wells, Los Angeles, Calif. 





New Districts at Detroit 


The John Hancock has opened two 
additional industrial districts in Detroit, 
James E. Scanlan has charge of Dis- 
trict No. 1 in Detroit. He has had over 
22 years of service with the company 
as agent at Buffalo, home office in- 
spector, superintendent of Syracuse, and 
since September, 1910, superintendent at 
Detroit. James Quinn has charge of 
District No. 2. He has been assistant 
superintendent of Chicago No. 1. This is 
one of the new districts created in the 
city. For District No. 3 the company 
has appointed as superintendent Henry 
Rogan, who has been connected with the 
Cincinnati No. 2, as superintendent. He 
was formerly assistant superintendent at 
Detroit. To fill Mr. Rogan’s place at 
Cincinnati, the John Hancock Mutual has 
appointed Daniel M. Kennedy, who has 
been assistant superintendent in the 
agency. 


Western & Southern Changes 

A number of changes have been made 
recently in the organization of the 
Western & Southern Life. Lewis Stentz, 
formerly supervisor of the Eastern Di- 
vision, is now pronioted to be general 
supervisor of agents. M. D. Schreiver 
becomes a division manager for Michi- 
gan, Illinois, Missouri, Kentucky and 
Indiana. Samuel Smith, formerly super- 
intendent of the West Division in Cin- 
cinnati, becomes division manager for 
Ohio, Pennsylvania and West Virginia. 
Noah Morgan has resigned as supervisor 
of agencies and becomes superintendent 


| of the East Division in Cincinnati. 


A new district has been created by the 
Western & Southern at Hammond, Ind., 
with B. J. Perry, formerly of a district 
in South Chicago, as superintendent. 


FAVOR BANKERS’ ACCEPTANCES 





Life Executives for Changes in Laws 
Which Would Legalize That 
Form of Investment 


The suggestion made by the Ameri- 
can Acceptance Council that the laws 
of the various states be so amended as 
to permit insurance companies to in- 
vest a portion of their funds in bankers’ 
acceptances is interesting to life insur- 
ance companies and is favored by the 
leading executives. 

Many of the state insurance laws 
hold that life insurance companies are 
prohibited from investing in “bonds or 
bor ligations which are not secured by 
adequate collateral security.” The New 
York superintendent in a recent letter 
gave a new interpretation to this phase 
of the law and somewhat changed the 

















original ideas of it. He said that sev- 
| eral inquiries from life companies had 
| brought the question before him with 
| evidence that there is in many cases 
sufficient. collateral behind bankers’ ac- 
ceptances. Accordingly, he ruled that 
| any bankers’ acceptances insured by 
adequate collateral security were proper 
| investments for domestic life insurance 
* corporations. 





The Grange Life is an opportunity for live agents. 


sent be outdone in service. 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 





A POINT IN YOUR FAVOR 


_ They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


I. D. WALLINGTON, Supt. of Agents 


Although this ruling allowed the in- 
surance companies to invest their funds 
in the proper kind of bankers’ accept- 
ances, the practice has not been fol- 
lowed. The ruling placed the burden 
of proof upon the insurance officials. 
These officials must differentiate be- 
tween acceptances which are secured 
and those which are not. Thus, the 
advantage in this type of security cannot 
be secured until the laws are changed 
to include this type specifically. 

Life insurance presidents are gener- 
ally in favor of bankers’ acceptances. 
They believe that such investments, sat- 
isfactorily established as to safety, 
would furnish a highly desirable form 
of short-term investment, transforming 
the idle reserve into a productive asset. 
An amendment to the state laws per- 
mitting such investment is favored. 








ACTUARIES 


sys F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_ J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








re C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








de McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves. Surrender Values, 
etc., Calculated. Valuations and Exam- 
imations Made. Policies and al! Life In- 








surance The Law of 
Insuratce a Specialty. 
Colcord Bidg. OKLAHOMA CITY 
J H. NITCHIE 

e ACTUARY 
1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4992 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine Actuary 








402-404 Kraft Building 


eee S. WITHINGTON 
Tel. Walnut 3761 DES MOINES, IOWA 























A Penn Mutual Premium, les: a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all ite Benefits, is unsurpassed for net 
low cost and care of interest of al] members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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NEWS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. Su 


and “Little Gem,”” Published Annually in 


New Policies. Premium Rates, Dividends, Surrender Values and all Changes in 


ting the “Unique Manual-Digest” 
PRICE, $3.50 and $2.00 respectively. 














HAS NEW DOUBLE INDEMNITY 


Union Central Life of Cincinnati 


An- 
nounces Rates for Rider on 
Different Policies 
The Union Central Life of Cincin- | 


nati is now writing its new double in- 
demnity benefit. It provides a payment 
of double the face of the policy, when 
death is effected by accidental means 
within 90 days of injury. The 
$1.25 per thousand on the ordinary life 
and 10, 15, 20, 25, 30, 35, and 40-year 
endowments. On the other policies the 
rates are as follows: 






























5 10 15 20 25 30 
Pay Pay Pay Pay Pay Pay 
Ages Life Life Life Life Life Life 
15 = $6. $2.01 $1.75 $1.58 
16 6. 2.00 1.74 
17 6. 1.99 1.73 
8 6.0 1.97 1.71 
19 6. 1.96 1.70 
20 5.98 1.94 1.69 
21 5. 1.93 1.68 1.51 
22 5. 1.91 1.66 1.50 
23 5. 1.90 1.65 1.49 
24 5. 1.88 1.63 1.48 
25 5. 1.86 1.62 1.47 
26 5.65 3.10 1.84 1.60 1.45 
27 5.59 3.06 1.82 1.59 1.4 
28 5.53 3.03 1.81 1.57 1.4 
29 5.46 2.99 1.79 1.56 1.4 
30 5.40 2.96 1.77 1.54 1.40 
31 5.33 2.92 2.13 1.74 1.52 1.39 
32 5.26 2.88 2.10 1.732 1.51 1.37 
33 5.18 2.84 2.07 1.70 1,49 1.36 
34 5.10 2.80 2.05 1.68 1.47 1.34 
35 5.03 2.76 2.02 1.66 1.45 1.33 
36 4.94 2.71 1.99 1.63 1.43 1.31 
37 4.86 2.67 1.95 1.61 1.4 1.30 
38 4.77 2.62 1.92 1.58 1.39 1.3 
39 4.69 2.58 1.89 1.56 1.37 1.2 
40 4.59 2.53 1.86 1.53 1.35 1 
41 4.50 2.48 1.82 1.51 1.33 1 
42 4.40 2.43 1.79 1.48 1.31 1 
43 4.30 2.37 1.75 1.45 1.29 1 
44 4.20 2.3: 1.71 1.43 1.27 1.28 
45 4.09 2 1.67 1.40 1.25 1.25 
16 2.21 1.64 1.37 1.25 1.25 
47 2.15 1.60 1.34 1.25 1.25 
48 2.09 1.56 1.31 1.25 1.25 
49 2.03 1.52 1.28 1.25 1.25 
50 1.97 1.47 1.25 1.25 1.25 
51 3.40 1.91 1.43 1.25 1.25 1.25 
52 3.27 1.84 1.39 1.25 1.25 1.25 
53 3.15 1.77 1.34 1.25 1.25 1.25 
54 3.01 1.71 1.39 1.25 1.25 1.25 
55 2.88 1.64 1.25 1.25 1.25 1.25 
10 10 10 10 10 10 
P’y P’y P’y P’y P’y P’y 
15 Yr 20 Yr 25 Yr 30 Yr 35 Yr 40 Yr 
Ages End End End End End End 
15 $1.72 $2.11 $2.43 $2.69 $2.91 $3.08 
16 172 2.11 2.43 2.69 2.90 3.08 
17 1.72 2.11 2.43 2.69 2.90 3.07 
18 1.72 2.11 2.43 2.69 2.90 3.07 
19 1.72 2.11 2.42 2.68 2.90 3.06 
20 1.72 2.11 2.42 2.68 2.89 3.06 
21 1. 2.10 2.42 2.68 2.89 3.05 
22 1 2.10 2.42 2.68 2.88 3.04 
3 1 2.10 2.42 2.67 2.88 3.04 
24 1. 2.10 2.42 2.67 2.87 3.03 
25 1. 2.10 2.41 2.67 287 3.02 
6 1.72 2.10 2.41 3. 2.86 3.01 
27 1.723 3.10 3.41 2 2.85 3.00 
28 1.72 2.10 2.41 2 2.84 2.99 
“9 1.72 2.10 2.40 2. 2.84 2.97 
30 1.71 2.09 2.40 2. 2.83 2.96 
31 1.71 2.09 2.40 2.92 
- 1.71 2.09 2.39 2.88 
3 1.71 2.09 2.39 2.84 
34 1.71 2.09 2.38 2.80 
5 1.71 2.08 2.38 2.76 
6 1.71 2.08 2.37 2.59 2.71 2.71 
37 1.71 2.08 2.36 2.57 2.67 2.67 
38 1.71 2.07 2.35 2.56 2.62 2.62 
so 1.71 2.07 2.34 2.55 2 2.58 
40) 1.70 2.06 2.33 2.53 2.53 
41 1.70 2.06 2.32 2.48 
42 1.70 2.05 2.31 2.43 
13 1.70 2.04 2.30 2.37 
44 1.69 2.03 2.28 2.32 
45 1.69 2.03 2.27 2.27 
46 1.69 2.02 2.21 2.21 
47 1.68 2.01 2.15 2.15 
48 1.68 1.99 2.09 2.09 
49 167 1.98 2.03 2.03 
50 «61.67 1.97 1.97 1.97 





rate is | 








crease 


| ary. 


| Cleveland 








51 1.66 1.91 1.91 
§2 1.66 1.84 1.84 
53 1.65 1.77 1.77 
54 1.64 1.71 1.71 
55 1.64 1.64 1.64 , 
20 Pay 20 Pay 20 Pay 0 Pay 
25 Yr 30 Yr 35 Yr 40 Yr 
Ages End End End End 
15 $1.44 $1.60 $1.72 $1.83 
16 1.44 1.60 1.72 1.82 
17 1.44 1.60 1.72 1.82 
18 1.44 1.59 1.72 1.82 
19 1.44 1.59 1.72 1.82 
20 1.44 1.59 1.72 1.82 
21 1.44 1.72 1.81 
22 1.44 1.71 1.81 
23 1.44 1.71 1.80 
24 1.44 1.71 1.80 
25 1.44 1.71 1.80 
26 1.44 1.59 1.70 1.79 
27 1.44 1.58 1.70 1.79 
28 1.43 1.58 1.70 1.78 
29 1.43 1.58 1.69 1.77 
30 1.43 1.58 1.69 1.77 
31 1.43 1.57 1.68 1.74 
32 1.43 1.57 1.68 1.72 
33 1.43 1.57 1.67 1.70 
M4 1.43 1.56 1.66 1.68 
35 1.43 1.56 1.66 1.66 
36 1.42 1.56 1.63 1.63 
37 1.42 1.55 1.61 1.61 
38 1.42 1.55 1.58 1.58 
39 1.42 1.54 1.56 1.56 
40 1.42 1.53 1.53 1.53 
11 1.41 1.51 1.51 
42 1.41 1.48 1.48 
43 1.41 1.45 1.45 
44 1.40 1.43 1.45 
45 1.40 1.40 1.40 
46 1.37 1.37 
47 1.34 1.34 
4X 1.31 1.31 
49 1.28 1.28 
0 1.25 1.25 
51 1.25 
62 1.25 
53 1.25 
54 1.25 
55 1.25 
Rankers Life of Iowa 
The Bankers Life of lowa announces 
that a new limit of $25,000 has been 
placed on the maximum amount of in- 
surance, which will be issued with dou- 
ble indemnity benefits. This is an in- 
over the old maximum of $10,000 


Fassel With Cleveland Life 


The Cleveland Life 
appointment of Elgin G. Fassel as actu- 
The foundation of Mr. 
training was laid in the course in actu- 





announces the 


Fassel’s 


irial science of the University of 
Toronto, and he is a fellow of the Actu 
arial Society of America and an asso- 
ciate of the Institute of Actuaries of 
England by examination. In 1918, also 


‘n 1919, he read original papers on sub- 
iects of interest before the Actuarial 
Society at its annual spring meeting in 
New York. 

Mr. Fassel’s seven years of practical 
experience was divided between the 
New York Life and the Imperial Life 
of Toronto. He therefore brings to the 
Life the benefit of 
contact with a mutual company and a 
stock company. In addition he has had 
an opportunity of getting the point of 
view both of a large company and of a 
smaller progressive company. 


Birch Succeeds E. C. Cooper 


A. O. Birch, vice-president of the 
Great Republic Life of Los Angeles, 
has been elected president succeeding 
E. C. Cooper, who was formerly insur- 
ance commissioner of California. Mr. 
Cooper resigned to resume the practice 
of law. 





Edward M. MeMahon, addressing a 
luncheon of Northwestern Mutual Life 
agents, of the McMillen agency, Milwau- 
kee, Monday, spoke for cooperation “to 
enable business to smash bad times.” It 
was announced that the agency was out 
for $3,000,000 during the next two 
months. The agency forces were divided 
into two teams in the race for the $3,- 
000,000, the loser to pay for a picnic, 








intimate | 





THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


$4,421,000 


SAINT PAUL 


Insurance in Force, 


Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 














1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL [8 KASSAS 


Home Offices Wichita, Kansas 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 











One inch, one time, 


WANT ADS One Column wide $3.75 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 











THE NATIONAL UNDERWRITER 


May 19, 1921 














The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 











Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1, «0.00 


Condition on December 31, 1919 
$ 20,700,133.74 


Assets 
18,650,203.62 


Liabilities 

Capital and Surplus. . 
Insurance in Force 
Payments to Policyholders 


‘Total Payments to Policyholders Since Organization 
John G. Walker, President 


1,851.338.97 
$23,840,173.80 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh “p.i3,0e"" Pittsburgh, Pa, . 











Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 











ECRET. 4 OUR We have a contract for you under which your 
income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, micticin 


Cash Capital, $200,000.00 V. D. CLIFF, President 








“SAFE AS A GOVERNMENT BOND’ 


)Thie QHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT *x° MONTHLY INCOME INSURANCE 


FOR FACTS 


Opening: OHIO, IND., KY. MICH. end W.VA Write Colambas 


| COMES TO AN UNTIMELY END 


Woman Swindler Who Victimized San 
Francisco Men Dies Shortly 
After Her Arrest 


San Francisco life underwriters, par- 
ticularly general agents and managers 
| who recently met reverses by means 
of the young lady from Indianapolis 
| who represented herself to be related 
| to various general agents of that place, 
will be interested to hear that she came 
to an untimely end in Los Angeles a 
couple of weeks ago, almost immediately 
| after she had passed bogus checks on 
a number of San Francisco men. Ad- 
| vices from the chief of police of Los 
| Angeles were to the effect that she was 
| arrested in San Diego and taken to Los 
| Angeles, where she was found to be 
seriously ill, and she died the next day. 
She was known in many places under 
| various names; it is said that in In- 
dianapolis she was known as Katherine 
| Fox, Mrs. Cook and Mrs. A. C. Me- 
| Donald. In Louisville she used Mrs. 
| Annete McDonald and other names. 
| The Los Angeles chief of pclice states 
that he has traced her record from city 
| to city on the way west from Indiana 
and has found that she operated suc- 
| cessfully in practically every place she 
v sited. 


To Amend Provisions Act 
House Bill No. 700 has been intro- 
| duced by Representative Scanlan, chair- 
man of the insurance committee in the 


Illinois House, to amend provisions of | 


the standard provisions life insurance 
act in order to overcome the decision 


of the Illinois Supreme Court which has | 


recently been rendered affecting the 
incontestible clause. 
reading. 


Holds Classes Separate 


Commissioner Luning of Florida has 


called attention to the law of that state | 
agents | 


which prohibits fire insurance 


from writing life insurance. Mr. Lun- 


ing states that complaint has been made | 


to him that certain fire agents have been 


soliciting life insurance and brokering | 


it to regular life agents of life com- 


panies. 


licenses. 


fire policies. 


New Negro Company 
The Mid-West Life of Kansas City has 
submitted its articles of association to 
the Missouri superintendent. It is to be 
a stipulated premium company and will 
| be operated by negroes. The directors 
all live in Kansas City. 


New Tennessee Examiner 


Commissioner Carden of Tennessee has 
appointed S. M. Henderson of Knoxville 
as the new state examiner of life insur- 
ance companies. Mr. Henderson has been 
in the insurance business in Knoxville 
for a number of years. 


Vice-President Glen C, Claypool has 
been elected a director of the Conti- 
| nental Assurance of Chicago which is the 
life insurance running mate of the Con- 
tinental Casualty and owned by it 





WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 
Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 











It is now on third | 


He states that the practice will | 
not be permitted and that offenders will | 
be punished by immediate revocation of | 
The converse is also true and | 
the life agents must desist from writing | 


Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 








WANTED 


Experienced life?man as Manager of Life 'De- 
partment of progressive Chicago General Insurance 
Agency. Salary and bonus. Position will require 
personal production as well as the handling of 
producers. Address 77-R,8{Care The National 


Underwriter 








If you want to sell your 
agency, ask for bids. Ask 
through an ad of this sort. One 
4 one column wide, one time, 














a week is the cost of The 
National Underwriter by 
annual subscription. 








H. B. Arnold, First Vice-Pres. and Counsel 
Dr. E. J. Wilson, Vice-Pres. and Med. Director 
J. D. Price, Vice-President 
F. R. Huntington, Treasurer 





The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


G. 
c. 
4. 
4. 

















